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NEWSXf 7/6 Ne71. BY ABITIBI 


If your customers paid twice the modest price, they still couldn't buy better 
paneling than Abitibi wood grain finish IMPERIAL CHERRY PLATE- 
BOARD. This fine new paneling is now available in three luxurious hues — 
Traditional, Futura and Heritage. It is dura-surfaced for lifetime resistance 
to mars, scuffs and scratches. Easy to handle 4’ x 7’ and 4’ x 8’ panels 
go up fast. Modern grooving hides nails and makes perfect butting easy. 
The flat groove bottoms eliminate nail “puckering.” High angle sides 
insure a strong, narrow shadow line. Groove sides and bottom are smooth 
and lacquer-coated for lasting beauty. Imperial Cherry paneling is washable. 
Write us if your Distributor has not already told you the full story about 


this better paneling that’s priced to sell FAST —AT MORE PROFIT. 


. ® Better building products th rough 
manufactured exclusively by : . 
: research in wood chemistry 


Producers of America’s Finest Hardboard Paneling, Primed Exterior Hardboard 
Siding, Insulation Sheathing, Hardboard Underlayments and Ceiling Tile. 
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Presenting 07000 -LUX 


PREMIERE -... 


in vinyl asbestos floor tile 


° ° ° VISIT US 
A style achievement which begins a new era Exhibit #901 


P ° ° ° NRLDA Convention 
of classic elegance in vinyl asbestos tile... 


Another exclusive product from Azrock — created expressly to bring the 

custom styling of expensive floors into the high volume market. Vina-Lux Premiere Series 
is a new style with a more subtle, lacy pattern combined with maximum color clarity. 
Now a floor with universal sales appeal — for the tract home builder, for custom 

homes, for over-the-counter business — and with assured profit opportunity for you! 


Your Azrock distributor has Premiere samples for you now. 


Available in 1/16", 3/32” and 1/8” gauges: seven magnificent colors, including two metallic colors 


AZROOCK FBeoOoR PRODUCTS DIVISION 
Specialists in the manufacture of vinyl asbestos tile and asphalt tile flooring NEY, 


UVALDE ROCK ASPHALT CO, ¢ 596D FROST BANK BLDG. ¢* SAN ANTONIO, TEX, 
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Whatever the recom, whatever the building — 
there’s a Marlite Paneling to do the job best 


Marlite is ideal for residential interiors, but it also 
provides outstanding beauty, durability, variety of 
sizes and economy in offices, restrooms, stores, 
restaurants, medical buildings, schools, churches, 
and many more. 

Beauty? You can select from a wide variety of fash- 
ionable colors, luxurious Trendwood® reproduc- 
tions, marble and decorator patterns. 

Durability? Unlike many “finished” materials, 
Marlite’s baked plastic finish provides remarkable 
resistance to grease, stains, mars, dents—even heat. 
Sizes? Choose from large 4’x8’ sheets; and grooved 
Marlite planks (16”x8’) and blocks (16” square). 
Blocks are perfect for permanent, washable ceilings. 


Circle No. 3 on Handy Cover Card 


Economy? Marlite is reasonably priced, and in- 
stallation is fast and easy. When Marlite is up, the 
wall is finished. No painting or further protection 
—ever. And Marlite stays like new for years with 
an occasional damp cloth wiping. 

If you're not already handling profitable Marlite, 
get full details now from your wholesaler, or write 
Marlite Division of Masonite Corporation, Dept. 
1141, Dover, Ohio. 


Marlite 


plastic-finished paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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NOVEMBER 6, 1961 


TRENDS AND IDEAS FOR DEALERS AND WHOLESALERS / THE DISTRIBUTION AUTHORITY IN LIGHT CONSTRUCTION / ESTABLISHED 1873 


FOUR TIMELY STAFF REPORTS: 


I—CASH & CARRY 
You Can't Ignore It. But You Needn't Fear It—page 44 
C&C Trend Includes Giants and Small Yards—page 48 
4-Way Plan to Compete with Big Cash Yards—page 54 
Expansion Plans for Wickes Lumber—page 60 
Dual Price System Used by Suburban Yard—page 62 


1I—SHELL HOMES 
Sell Shell Builders or Become One—page 66 EDITORS’ VIEWPOINT page 7 


How Dealers Profit from Little Rock's ‘Shell House Row'’—page 68 LETTERS TO THE EDITOR page 8 
NEW DEVELOPMENTS page 9? 


I1I—COMPONENTS HEADLINES AT PRESSTIME page 30 
Floor System and Plumbing Care Speed Construction—page 72 NEW PRODUCT PARADE page 36 
Rural Co-op Prefabs Components, Farm Buildings—page 74 NEW SALES AIDS page 42 


Dealers, Wholesalers, Prefabers Become Honeycomb Merchants—page 76 NEW LITERATURE page 95 
ART HOOD’S PAGE page 96 


IV—MATERIALS HANDLING 
Unit Load Progress; Ideas for Small Dealers—page 78 
New Delivery Equipment—page 80 


Drive-in Yard Designed for One-Stop Building Center—page 84 

Direct Mail Revives Inactive Accounts—page 90 

How Manufacturer and Wholesaler Can Get the Most Out of a 
Dealer Sales Meeting—page 96 


COMING EVENTS 


Nov. 9-11—National Building Material Distributors 
Assn., Palmer House, Chicago 


Nov. 28-30—Building Research Institute’s 1961 Fall 
Conferences, Mayflower Hotel, Washington, D. C 


Nov. 28-30—New Jersey Lumbermens Assn., Atlantic 


City, N. J. 
Dec. 3-7—National Assn. of Home Builders, McCormick / 
Place, Chicago == 


Dec. 7-9—Midwest Lumber Dealers Assn. 23rd Annual 
Convention, Hotel Radisson, Minneapolis. 
“DSC” means Dealer Sales Control, a phrase coined by this 
Dec. 10-16 and , 2 h ; 
Jan. 12-19—Kitchen Industry Training Schools, Caril- magazine to focus attention on the most profitable business 
lon Hotel, Miami Beach methods used today by dealers and wholesalers. It is one of 
the permanent management principles which guide the edi- 


ar Peet — Improvement Products Show, tors in reporting and interpreting industry trends. 
one Sal, een Controlling the sale at dealer level can stem from land con- 
trol, prefabing, financing, Home Center stores, strong retail 


WHAT’S COMING IN BMM advertising, installation services, sales of new homes or re- 
: modeling packages to builders or consumers. 
Sudden Service for Dealers—story of Walter Selick > & - g ; ? aatiit ames - 
& Co., one of the nation’s foremost jobbers, whose DSC means product brands and specifications controlled by 
new warehouse and headquarters is one of most the dealer 
efficient in the industry. 
New One-Stop Stores—pictures and floor plans of 
professionally-designed Home Centers owned by 
dealers in rural areas, suburban and city locations. 


Building Materials Merchandiser is published every other Monday by Vance 
Publishing Corp., 59 E. Monroe St., Chicago 3, Ill. Subscriptions: one year, U.S. 
and Canada, $5 (26 issues); $8 for two years; $10 for three years. Foreign, $20 
for one year. Single current copy, 50¢. Back copies, $1 except Buying and Product 
Data File which is $2. Entered as second class matter Getober 2, 1946 at the Post 
Office at Chicago, Ill., under the Act of March 13, 1879. Copyright © 1961 by 
Vance Publishing Corp. 
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START MORE SALES... 


use hhitchenAid. 





DISHWASHERS 


KitchenAid can bring in added remodeling and new home business, if you promote 
it aggressively. KitchenAid can help you say ‘‘quality’’ in every kitchen you plan or 
from tight budget to sky's-the-limit. 


remodel 


NOW! 3 new series...3 price ranges 











*a KitchenAid 
for every kitchen 


a a ...every budget 


New Superba VariCycle New beautiful Imperial New budget-priced Custom 
Push-button VariCycle sele Push-button control, for All porcelain interior; solid unit 
tion: ‘Rinse and Hold"’ (for “Guided Action’’ double wash construction. Identical better- New Dishwasher-Sink 
ads); ‘Full Cycle’’ (or pre-rinse and single wash), washing features found on For simple remodeling...con- 
f two separate triple rinse and Flo-Thru dry- higher priced KitchenAid nects to existing plumbing 
washes ver pre-rinse ing. Dual Filter Guards, Dual models: ‘‘'Guided Action"’ lines. KitchenAid Imperial 
and single wash); “Utility and Detergent Cup, King-size ca- wash, exclusive Flo-Thru dry- dishwasher with convenient 
acity. Rinsing Agent Dis- ing, Dual Filter Guards. Load- storage cabinet. 48” sink top is 
as-you-like racks. Choice of porcelain-on-steel, or can be 
installed with stainless steel 


Utensil’’ (special pot and pan pacity 


treatment). King-size capac penser optional. Full choice of 

ity, Dual Detergent Cup, Rins- nt finishes beautiful finishes. 

ing Agent Dispenser. Widest top. Chrome mixing faucet 
with aerator. 


choice of Vari-Front finishes, 


inciuging wood 


partial I 
(CNOICE 
rap 


Vari-Fro 


SEE US AT THE 
NATIONAL RETAIL LUMBER DEALERS ASSN. SHOW 
BOOTH 833 


hitchenAid 


the dishwasher of proven quality 





KitchenAid Home Dishwasher Div., The Hobart Mfg. Co. 


Dept. KBM, Troy Ohio. 
In Canada: 190 Railside Road, Don Mills, Toront< 


] Please send complete specifications 





Name____ 





Address _ 





City Zone_ County 
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THE EDITORS’ VIEWPOINT 


The Struggle for Power 


S THIS ISSUE goes into the mails, the Building Materials Expo- 

sition of the National Retail Lumber Dealers Assn. begins in 
Chicago. In fact, many of the enterprising dealers who attend the Expo- 
sition will be reading this issue in Chicago, where several thousand 
copies are being distributed. 

Showtime in Chicago is a good time to bring up some matters we 
have been thinking about regarding associations. 

We think that it is time for every merchandiser of building ma- 
terials to come to the aid of himself—and his industry—by member- 
ship in his national and regional associations; and by attending industry 
conventions. 

There are many benefits that come from association membership. 
Most of these have been discussed frequently and we do not need to 
repeat them here. 

But there is one great benefit that hasn’t been discussed, at least 
in print. That is the role of the associations in promoting the distri- 
bution arm of light construction. 

A struggle for power exists today between suppliers of materials 
and those builders who buy these materials from the dealers. Strong 
associations are needed to consistently point out the growth and the 
importance of wholesalers, dealers and fabricators to every building 
materials manufacturer. 

Everyone who is really close to the marketing of building products 
knows that product specifications remain substantially in the hands of 
distributors and retailers. We include prefabricators in this category 
because they are a part of the distribution segment in light construction. 

But home builder groups often receive favorable treatment from 
manufacturers—far beyond their influence in the control of building 
product specification and sale. This often stems from the strength 
and promotion activities of builder associations. 

One distribution group which has accomplished wonders in pro- 
moting itself is the Home Manufacturers Assn. There are only 60- 
some member companies—but these members support their asso- 
ciation so well that it is often thought that every prefabricator is an 
HMA member. 

The National Retail Lumber Dealers Assn. and its regional fed- 
erated associations need similar support. So do the various wholesaler 
and jobber groups. 

Perhaps an individual dealer may wonder how the “struggle for 
power” between the distributing industry and the builder industry 
affects his own business. The answer is simple: by-passing. 

Most manufacturers who try to circumvent the distribution seg- 
ment of light construction soon learn that direct sale to builders is 
costly and inefficient. Stronger associations of dealers and distributors 
would have the educational and promotional funds which could point 
out the dangers of direct sales to manufacturers before they attempt 
such a move. 


One-stop lumber and building materials merchandisers are more 
important to manufacturers today than ever before. The dynamic tran- 
sition from order-taker to creative merchandiser, to package selling, 
fabrication and Dealer Sales Control, is an undeniable fact. 

But this fact needs consistent, ever-increasing promotion. The job 
cannot be done by individual firms. Associations can help tremendously. 
But they need the support of every business firm in their jurisdiction. 


Four Timely Reports 


HE FOUR CLINICS which should attract the greatest interest at 
the NRLDA Building Materials Exposition this week are: 

* Getting Around the Cash-and-Carry Question. 

* Should Dealers Buy or Manufacture Components. 

* Shell Homes: America’s Expanding Market. 

* Materials Movement for Small Volume Dealers. 

Three of the above subjects were first and most completely treated 
editorially for dealers and wholesalers in this magazine. The fourth 
subject—materials handling—has been a continuous topic in BMM 
over the years. 

Because these themes continue to be important, we are supplementing 
the NRLDA Exposition clinics with our own staff reports on cash-and- 
carry; components; shell homes and materials handling—in this issue. 


THE EDITORS 
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ALLOY STEEL 


HIGHEST GRADE 
HACK SAW BLADES 
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Now you make a real profit on your hack saw 
blade sales. Self-service carded in the new 
PAIR-PAK you sell 2 blades instead of one and 
at a high mark-up. Individual blades finished 
satin black and marked for end use and tooth 
sizes. Top quality, the best packaging, com- 
petitive prices and high mark-up with Griffin 
Blades. See your Wholesaler or write for catalog 
and prices. 


G. W. GRIFFIN COMPANY 
FRANKLIN, NEW HAMPSHIRE 


Sales Representatives 
JOHN H. GRAHAM & CO., INC. 
105 Duane Street, New York 8, New York 


The Best In Blades Since 1880 
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Letters to the Editor 


To The Editor: 

Upon behalf of all the members of 
the 1961 Exposition Committee, | 
want to take this opportunity to thank 
the staff of Building Materials Mer- 
chandiser for the wonderful spread 
that you have given our Exposition in 
your Oct. 9th issue. 

Without question, the problems that 
face the lumber dealers of today are 
probably the most serious in the his- 
tory of the retail lumber business. The 
complexities which face the individual 
dealer today are almost impossible for 
him to solve individually. But with the 
help of the manufacturers, the progres- 
sive dealers of the country and the 
trade press, he certainly should be able 
to contact the proper people that are 
only too willing to hold out their 
hand and try to guide him in the proper 
direction. 

The efforts of your magazine in this 
direction are known and deeply ap- 
preciated by all the dealers of my ac- 
quaintance.—Boh McCutchan, Gener- 
al Chairman, NRLDA Exposition. 


You Can’t Take It With You 


To the Editor: I just finished reading 
your article on the “Untold Story of 
the Lindsley Brothers” in your Sept. 
25th issue. I was especially interested 
because Gus Lindsley was from South 
Bend and, secondly, from my own ex- 
perience in trying to find out some- 
thing about their operation. 

I formerly did consulting work for 
various members of the lumber and 
building materials industry and, when 
in Florida about five years ago, I tried 
to cage their methods. I visited their 
Dania yard with its high cyclone fence 
and was not admitted. I did inspect 
some of their retail operations. The 
competitors I talked with stated that 
in their judgment Lindsley was “more 
SHARP than SMART,” which is 
somewhat covered by the comments of 
your dealer No. 3 under “Advertising.” 

I would like to point out to you 
that, in my travels around, I found that 
in most communities the lumber dealer 
was on a par with the banker, the doc- 
tor and the minister as a gentleman 
of honesty and integrity and that he 
had been a pillar in the community for 
many years. 

I recall the words of my old grand- 
father when someone would say, “He’s 
a nice fellow.” Grandfather would re- 
ply. “Have you ever had any business 
dealings with him?” 

The chase for the almighty dollar 
separates the sheep from the goats. 
Lindsley may be able to lure the one- 
time buyers from the north, but, as 
you well know, the lumber business 
needs a steady day-in-and-day-out re- 
peat buying trend from friends and 
customers. 

I still believe that the merchant who 


treats his customers by the Golden Rule 
will at least have the satisfaction of 
serving his fellow men, even if he 
doesn’t make a fortune. About the time 
you want to shake hands with St. Peter, 
one begins to realize that money is not 
everything and that you can’t take it 
with you.—A. F. Reasor, South Bend, 
Ind. 


Long-Term Mortgages 


In a recent BMM editorial, the 40- 
year mortgage was criticized. The 
following letter pertains to that edito- 
rial. 

To the Editor: 

In regard to your editorial on long- 
term mortgages, perhaps you have 
overlooked the possible advantages of 
the below-listed facts: 

1. Are 1946 house mortgages being 
paid off today with 1961 dollars 
worth 50% less than those being in- 
vested in 1961 house mortgages? 

2. How much income does a house 
buyer lose when he pays cash for his 
house? People who cashed in their 
common stocks in 1948 to pay cash 
have suffered a tremendous loss. Does 
the government spending program for 
the future make the prospects for fixed 
assets to hold their value? 

3. Does the deductibility of the in- 
terest in fact reduce the interest rate 
paid as opposed to middle class in- 
come people paying rent (the alterna- 
tive of borrowing to buy a house)? 

Well-located houses whose owners 
borrow to purchase appreciate in the 
same manner as do those who pay 
cash. 

The interest of capital is the same 
whether borrowed or earned. The bor- 
rowers have had much the better deal 
in the past 16 years since there are 
many prudent investments paying 
more than 6% whereas many FHA 
and VA loans have been 5%4% and 
lower. Do not fail to consider that in- 
terest deductions are 100% whereas 
income in the capital gains category 
is at 50%. Eugene N. James, Mil- 
ton, Fla. 

(More Letters on Page 40) 


New Acrylic Panels 

Detroit—U.S. Rubber Co. and 
Rohm & Haas Co. have joined the 
ranks of marketers of acrylic resin 
reinforced plastic panels. USR is of- 
fering panels in 20 different colors 
made by Russel Reinforced Plastics 
Co., Lindenhurst, L.I., N.Y. in sizes 
up to 4’x10’ and in thicknesses rang- 
ing from .060 to .100”. Called Trop- 
icel, the panels are made in both 
flat sheet and sandwich form 

R&H has available a new mole- 
cularly oriented acrylic sheet called 
Tuffak. 
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New Developments 
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MUU ET 


ALL THE LUMBER AND PLYWOOD FOR A HOUSE, PRECUT AND SHIPPED FROM MILLS. 
That's the plan of at least two western lumber producers who 
have perfected precut packages for Shipment to dealers, 
wholesalers and prefabers on a national basis. 





Precutting for a complete house (production models) is the 
newest wrinkle in the expanding prebuilt component development. 


Key points: no lumber waste in shipment; new opportunity for 
dealers to control complete house sales to builders. 





Idea of precutting is not new among mills — but the time is 
now ripe for its application to housing, and it could succeed 
now where past attempts failed. 





Another new idea: precut parts for a fallout shelter will soon 
be ready for national delivery to dealers from Oregor-Pacific 
Corp., Portland forest products wholesaler. Watch this 
magazine for more details. 








WICKES, THE CASH-AND-CARRY GIANT, PLANS 13 NEW YARDS IN 1962, according 
to exclusive information received by Building Materials 
Merchandiser and confirmed by Richard V. Wolohan, divisional 
president and general manager, Wickes Lumber Co., with 
headquarters in Saginaw, Mich. 


Wickes will hit California for the first time, also Texas. 


Other new Wickes yards will open in Connecticut, Kentucky, 
Pennsylvania and Virginia. Wickes is currently operating 

27 ckc yards. By the end of 1962, Wickes, according to present 
plans, will be operating a grand total of 40 cash-and-carry 


yards coast-to-coast. 














(For exclusive BMM story on Wickes program, turn to page 60.) 


PSEUDO-WHOLESALERS ARE UNDER ATTACK BY FEDERAL TRADE COMMISSION. Three 
firms have been charged by FTC for misrepresentation in their 
catalogs that they sell all of their merchandise at wholesale. 


In reality, the FTC complaint says, the companies are not 
wholesalers exclusively nor do they sell many items at wholesale 
prices. 


Also challenged is the concerns' practice of listing two prices 
for merchandise in catalogs mailed to persons purchasing for 
their own use—one a so-called coded price, represented as the 
wholesale price, and the other a higher amount designated 

as "reves." 





In another Government move that affects distribution, the FTC 
and the Justice Department officials want a law that would 
require manufacturers to fix differentials on prices to 
wholesalers as against those charged to retailers who sell 


(turn page for continuation) 
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Introducing... 


ojerol 


by Celotex 


Sensational new Hush-Tone® acoustical 
tile design .. . BOLERO captures all the 
flair and rhythm of the Spanish dance 
that inspired its name. 


Exclusive patented* pattern of minia- 
ture-drilled “sound traps” on durable 
Diamond White vinyl base finish (con- 
tains more of costly TiO, — titanium di- 
oxide—the whitest, best-hiding pigment 
known). 


BOLERO sells on sight! Begin now to get 
PROFITABLE EXTRA SALES by stock- 
ing and displaying this newest fashion 
leader in the line of sales-making Ceil- 
ings by Celotex! 


<r CLR Tic 
NOW IN STOCK 


AT YOUR CELOTEX 


PRODUCTS WHOLESALER 
Sie MERC ES 


CALL HIM TODAY! 


Circle No. 6 on Handy Cover Card 
*U. S. Design Pat. D 191 203 
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NEW DEVELOPMENTS  ‘esins on page 9) 


VOCTLAETTVAAT GNA EOE MANTUA ELD 


directly to the consumer. 


One interesting pricing trend in the light construction 
industry is manufacturers' tendency to give special prices to 
any firm which prefabricates homes, while retailers who might 
do a large sales job on the same product must buy through 
wholesalers. This has been one reason behind growth of 
prefabrication by leading dealers. 














GYP OPERATORS IN HOME IMPROVEMENT ARE STILL AROUND. The rising remodeling 
market has apparently put new "Suede shoe" contractors 


into the field. 


At least that's what the Housing and Home Finance Agency 
believes. HHFA is beefing up its enforcement staff to handle a 
rising volume of complaints from homeowners who have been gypped 


under FHA's home improvement program. 








Fraud and abuse is being watched in construction of 
fallout shelters. 





How to solve the problem: Suede shoe operators stay away from 
any community where there is a one-stop merchandiser who has 
Strong market control and is a true home improvement retailer 
— materials, finance, installation. 











A NEW INTEGRATED FOREST PRODUCTS GIANT — The Anaconda Co., is expanding 
its lumber operations into a logging mill, fabricating and 
selling division to be known as Anaconda Forest Products. 





The Anaconda timberlands—about 650,000 acres—are located in 
western Montana and have been Supplying lumber for the firm's 
mining operations. 


Immediate plans call for a new planing mill, complete 
modernization of its present sawmill and construction of a new 
plant in Bonner, Mont., for the processing of lumber into 
consumer products. 








PARTICLEBOARD GETS FHA NOD AS EXTERIOR SIDING. (Bulletin No. UM-32.) 
It's a major breakthrough. Immediate reaction to approval 
comes from Forrest Industries, Dillard, Ore., which picked up 
new distributors for its Par-Tex 3-D particleboard siding line. 


Company also is introducing a new size of 2'x4' particleboard 
flooring panel which will supplement its floor tiles and 
4x4' panels. 








The particleboard siding is tested by TECO in accordance with 
the West Coast Particleboard Assn. standards and exceeds 
FHA minimum requirements. 


PRICES RECEIVED BY FARMERS ARE RUNNING ABOUT 1% HIGHER this year compared 
to 1960, according to Dept. of Agriculture reports. Farmers' 
production costs have been relatively stable during the year. 
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BUILDINGS UNPRECEDENTED 


by Butler, of course 





Designed by James John Derks, Architect 


Commercial buildings with striking beauty and magnetic pulling power 


Butcher, baker, candlestick maker—the best way to 
build traffic and profit is to build the best looking busi- 
ness of its kind. You’ve a much better chance of doing 
just that if you build a Butler building. Unprecedented 
for appearance! Unprecedented for pulling power. 

The new Butler line offers twice the variety, twice 
the number of building sizes and types. The basic 
buildings are distinctive, dramatic, attention compel- 
ling. The design possibilities are exciting. Butler offers 
beautiful new wall systems, never before seen on pre- 
engineered buildings. A variety of subtle new colors 
and shades. Even doors, windows and trim are design- 


integrated to give structures a perfectly finished look. 

No other pre-engineered building system goes to 
such lengths to give you outstanding appearance. No 
other buildings are so completely factory fabricated. 
Naturally, this factory fabrication under rigid quality 
control results in an end product that is better 
looking in every detail. A better, more efficient, more 
durable building that costs less to maintain. It’s the 
lowest-cost way to build well. 

Phone your Butler Builder for the full story. He’s 
listed in the Yellow Pages under “Buildings” or “Steel 
Buildings.” Ask about financing, too. Or write direct. 


BUTLER MANUFACTURING COMPANY 
7539 EAST 13TH STREET, KANSAS CITY 26, MISSOURI 


Architect /J. E. Holland, A.1.A. 
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Manufacturers of Metal Buildings * Plastic Panels * Equipment for Farming, Transportation, Bulk Storage, Outdoor Advertising * Contract Manufacturing 


Architect / Philip Fisk, A.1.A. 
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MACKLANBURG-DUNCAN CO 


The right track to greater sales... 


FOLDING & SLIDING DOOR 





For any size cabinet—any panel material . . 


md, Aluma-Slide 


SLIDING DOOR TRACK SET 





Panels glide easily on 
special supporting ridges 
of lower track. 


For Ye-, Va-, %-, Ya- or 
%-in. sliding panels of 
plywood, hardboard, 
perforated panels and 
glass. 





Comes in natural Ala- 
crome finish and 3 per- 
manent anodized fin- 
ishes—Albras, Albright 
and Anodized Satin 
that wont rust or tar- 
nish. Enhances the ap- 
pearance of any cabinet 


Installs Easily... 
Requires No 
Special Tools 


Aluma-Slide can be used 
wherever cabinets are 
needed throughout 
the home, office or shop 
In tubular packaged 
sets of 3-, 4-, 5-, 6- and 
8-ft. lengths, with holes 
drilled, screws and in- 
structions. 


See your leading hardware, lumber 


BUILDERS or building supply dealer for M-D 


products! 


DEALERS 





‘FOLDING DOOR 
HARDWARE 


OPERATES SMOOTHLY 
with silent nylon bearing 
gliding in top quality ex- 
truded aluminum track. 


Ideal for 4-panel or 2- 
panel full or half size 
interior doors of any 
thickness. For closets, 
wardrobes, dens, bars, 
room dividers, etc. Gives 
full access to closets... 
yet saves floor and wall 
space. 


Comes in completely 
packaged sets for 2-, 
2'4-, 3-, 4-, 5- and 6-ft. 
openings, ready to 
install. 


PERFECT DOOR 
ALIGNMENT 


With M-D door guide, 
doors snug together 
when closed and will 
not creep open. No 
bottom track needed. 


Order today! Your order shipped 
promptly! All M-D products are fast 


. _ sellers, nationally advertised. 





HARDWARE 











For quiet, efficient operation... 


ind | OT-400 Reversible 
SLIDING DOOR HARDWARE 


with easy-to-install features! 


USE SAME HANGERS FOR 

BOTH %” and 1%’ DOORS 

Simplifies ordering and 
stocking. 


Installation saves time 

. cuts costs. Hangers 
are quickly attached to 
doors because of a 
built-in guide on each 
hanger which automat- 
ically positions it for 
proper alignment. 
Sturdy extruded alumi- 
num track designed with 
built-in-no-jump feature. 
Cadmium steel hangers 
have silent nylon wheels 


Comes in Poly 
Tubular Package 


Set includes track, hang- 
ers, guides, screws and 
instructions. Packaged 
in 3-, 4-, 5-, 6 and 8-ft. 
lengths. Please specify 
OT-400 REVERSIBLE! 


iid] QUALITY 


is the difference 
THAT HELPS YOU 
MAKE MORE SALES 





Meets today's quality-economy needs! 


é omd OT-200 Overhead Type 


SLIDING DOOR HARDWARE 


For %"’, 1%” and 1%” By-Passing Doors 


Extra-sturdy extruded 
aluminum track and 
hangers. Built-in no-jump 
track feature. Noiseless 
lifetime nylon wheels 
Plastic door guides. All 
instructions and screws 
furnished. Hardware for 
each door thickness !s 
individually boxed 


WALL POCKET 
HARDWARE 





Shown here is Hanger 
TH-2 and Guide No. 13, 
made especially for 
Wall Pocket Doors 
Packed 2 hangers and 
1 guide to envelope, 
plus screws for hangers, 
guide and track 


MACKLANBURG-DUNCAN CO. 


BOX 1197 e 


OKLAHOMA CITY 1, OKLAHOMA 
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Moving ahead with fast-growing suburbs. As America's exploding population expands into the suburbs, Curtis products are increas- 
ingly in demand. Here, in the 600-home Seldin project in Omaha, Neb., Curtis wood windows, doors and kitchen cabinets, purchased 
through Lumber Sales & Service, Inc. and Major Appliance Co. are being used exclusively to provide reliability and quality. 


New products—new distributors and dealers— 
vigorous new marketing and merchandising — 
new sales and advertising plans, campaigns, 
promotions. That’s the picture today at Curtis 
Companies Incorporated. Here, on these pages, 
are some of the evidences of that Curtis prog- 
ress. Watch for others to follow! 


Coming up—the new Curtis casement. Proud Curtis 
employee shows the new Curtis casement, styled to en- 
hance its famous weather-protection and easy operating 
features. Available in several different styles, these wood 
casements are shipped ready for quick, easy assembly. 
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Smart background for famous food brands. Curtis FashionWood® cabinets are used as permanent kitchen 
sets by three prominent Chicago art studios. FashionWood cabinets are available in five glamorous colors. 


Sneak preview. Plan of new Curtis exhibit 
for December NAHB show in Chicago is 
shown to Acton Chalu, Curtis vice-presi- 
dent and general manager, by lvan Ramsey, 
manager of advertising and promotion. 
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WINDOW REPLACEMENT 


FAIRPORT EXEMPTED ViLtaAGe 
BOA 
° BDUCATION ' 


ARCHITECTS: ROBERT R. JENKS ~ HARLAN L RICE 


SHORE LUMBER COMPANY RS — sams 


















New savings for Harding High School, Fairport, Ohio, gaining 
New window lock concept. A Curtis comfort and fuel economy by replacing the old with weathertight 
exclusive, this lock snaps shut at a easy-to-operate Curtis Convertible wood windows. 
touch to lock a window securely—yet 
snaps open at a finger’s flick. Lock 
makes it possible to lock a window 
safely in partly open position, gj = je > Individuality and Quality 


Circle No. 13 on Handy Cover Card in Windows, Doors, Cabinets and Fixtures. 





EXTERIOR of Baker & Coombs, Inc., Gen- 
eral Contractors, Morgantown, W. Va. 


THIS NCR SYSTEM pays for itself in less than two years. 


“Our NCR Accounting System 
pays for itself every 14 months!” 


—Baker & Coombs, Inc., Morgantown, W. Va. 


“Our NCR Accounting System has re- 
duced our accounting time by 37% as 
compared with our previous method! 
Virtually every phase of our operation 
has been speeded up and simplified. 
The built-in flexibility of our NCR Sys- 
tem allows us to shift from one task 
to another merely by changing the stop 
control bars. 

“Our System quickly and easily han- 
dles payroll, accounts receivable and 
payable, W-2 forms and cost progress 
reporting. Accurate, complete records 
in these vital areas are available daily. 
And even with increased volume, our 
NCR’s efficiency has enabled us to re 
lease key people for other more im- 
portant duties! 


“The time alone which our System 
saves makes it an excellent investment. 
Our NCR Accounting System actually 
pays for itself every 14 months!” 


gu = 
Opa 
President 


RY DG 


Secretary, 
Baker & Coombs, Inc. 


NCR GOES ALL THE WAY FROM ORIGINAL ENTRIES TO FINAL REPORTS 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 
1039 OFFICES IN 121 COUNTRIES * 77 YEARS OF HELPING BUSINESS SAVE MONEY 
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R. V. D’AGOSTINO, SECRE- 
tary of Baker & Coombs, 
Inc., Morgantown, W. Va. 


JAMES E. COOMBS, PRESI- 
DENT of Baker & Coombs, 
Inc., Morgantown, W. Va. 


Your contracting firm, too, can benefit 
from the many time- and money-saving 
features of an NCR System. NCR 
Systems pay for themselves quickly 
through savings, then continue to re- 
turn you an extra regular yearly profit. 
NCR’s world-wide service organization 
will protect this profit. Ask us about 
the National Maintenance Plan. (See 
the yellow pages of your phone book.) 


NCR era 


ACCOUNTING MACHINES 
ADDING MACHINES © CASH REGISTERS 
ELECTRONIC DATA PROCESSING 
NCR PAPER (NO CARBON REQUIRED) 
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SF RANM NMI ER 
LIVING KITCHEN’ cabinets... 


The bold, beautiful, new Cherrydale Traditional design 
in a new, warm furniture finish. 





EFRAMMER 3. 
LIVING KITCHEN’. 


cabinets « « » a hew dimension in traditional design 
... the new CHERRYDALE TRADITIONAL. 


Here’s a bold new elegance in kitchen cabinets created by Brammer 
to meet an increasingly popular demand. Now, Cherrydale Traditional 
is ready for your display room, ready to attract your most discriminating 
customers. This new design has living-room luxury, unifies built-in ap- 
pliances, and has all the “Wife-Saving” conveniences women love in a 


Brammer Living Kitchen. 


A NEW DIMENSION IN TRADITIONAL DESIGN 


Display these new Brammer cabinets and you'll sell the living kitchen 
women want for traditional homes — at a price many more can afford. 
Although the design, finish and hardware are brand new, the complete 
line of cabinet sizes are the same as Brammer’s famous Sheer Line. This 
means you can plan new traditional kitchens with your standard Brammer 
dealer aids. Installation follows the same easy procedure, too. 











NEW BEAUTY — FROM EVERY DESIGN ANGLE 


Look at the warm, new finish — Cherried Birch. It brings out the living 
grain of the wood, the beauty inherent in fine quality birch. And, its 
satin-smoothness will stay care-free through years of family living. 

Now, look at the new design details. A new dimension in depth is 
achieved by the door and drawer fronts with their gracefully curved over- 
lay edges and decorative inside borders carved into the wood. The burn- 
ished copper hardware is adapted from handcrafted originals, designed 
especially to accent this new design in Brammer cabinets. 


Feature Brammer — 
wood cabinets de- 
signed to give your 
prospects the beauty 
they want, the qual- 
ity that creates own- 





ership pride, and the 
extra conveniences 





that make a Bram- 








mer Living Kitchen 





so easy to live with. 


MANUFACTURING COMPANY @¢ DAVENPORT, IOWA 





Trinity White Portland Cement 


mA Wats 
NAVA GB ERStoHE 


WAVE aba Ks 


A PRODUCT OF GENERAL PORTLAND CEMENT COMPANY 
CHICAGO + CHATTANOOGA 


«*€ 
m DALLAS + FORT WORTH 
TUM = HOUSTON - FREDONIA. KANSAS 
JACKSON, MICHIGAN + TAMPA 
D 


PORTLAN CEMENT MIAMI + LOS ANGELES 


November 6, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) Circle No. 12 on Handy Cover Card 


<Circle No. 11 on Handy Cover Card 





‘Ford Econolines 


cost us 


25% less to buy... 


save us almost 
50% on gas” 


says Mr. L. LeRoy Highbaugh, Jr., L. LeRoy Highbaugh & Son, Louisville, Kentucky 


“Our first Ford Econoline truck convinced us we 
should replace all 11 units in our repair and main- 
tenance fleet with Econoline Vans and Pickups. 


‘“‘We saved from $300 to $500 apiece on initial 
cost, and this lower price also means a fleet sav- 
ings of $200 in city taxes and several hundred 
dollars each year in state taxes. 


‘“‘We also found that our gasoline bill has been 
cut almost in half. These Ford Econolines are 
getting about 20 miles to the gallon, compared to 
the 10 miles our standard '4-tonners used to 
average. It looks like we'll save 15% yearly on tire 
costs. In fact, our total maintenance expense is 
way down. So much so, we've been able to cut our 
staff of mechanics from three to two. 


‘Many other Ford advantages have shown up— 


besides economy. Our drivers report the Econo- 
lines are much more maneuverable, and they’re 
easier to operate in snow than the standard trucks 
we've had. 


‘“‘Each driver-repairman carries all the supplies 
and equipment needed to plaster, paint, fix 
plumbing, secure sagging hinges or handle any 
emergency. They need plenty of room to keep 
everything where it can be reached quickly and 
easily. The Econoline’s flat floor, larger loadspace 
and convenient double doors (side and rear) are 
big timesavers. 


“‘We have 12 other Ford Trucks, including dumps 
and mixers for construction work and Falcon 
Rancheros in our nursery operation, all doing an 
excellent job for us.”’ 


Solid testimony that Ford’s full-time economy only starts with low price! 
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FORD TRUCKS, -| 
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SLIDING GLASS DOORS 


Cupples series 1100 Sliding Glass Doors. In 9 widths, 6 ft. 
to 20 ft. With or without integral fin and/or interior trim. 
































ALUMINUM WINDOWS 
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)EPENDABILITY 
is the key to bupples 


and your success! 


DEPENDABLE FOR QUALITY OF PRODUCT 
DEPENDABLE FOR SERVICE AND DELIVERY 
DEPENDABLE FOR CONTINUITY OF OPERATIONS 


Have you ever stopped to consider how much it costs you in time, 
service and lost good will, to say nothing of actual money lost in obsolete 
inventory when a manufacturer falls down in his deliveries or goes out 
of business ? 


DEPENDABILITY of the manufacturer, of his products and his service 
can be mighty important to your continued success. 


Cupples—a division of ALCOA—is no “here today, gone tomorrow” opera- 
tion. For 15 years, it has supplied aluminum windows to the building 
trade, and what’s more it’s in this business to stay. When you line up 
with dependable Cupples you can be assured of quality products (single- 
hung, double-hung and sliding windows and sliding glass doors) that 
are well-designed and well-made for efficient trouble-free service. 


Once you examine these products and see their many outstanding fea- 
tures, their quality and their attractive appearance, you’ll be amazed at 
how much value you get for so little. You’ll find Cupples products attrac- 
tively priced to meet today’s competitive market. Investigate the Cupples 
line today. For complete details, address Dept. BM-61-11. 


CUPPLES PRODUCTS CORPORATION 


A DIVISION OF ALUMINUM COMPANY OF AMERICA 
2650 SO. HANLEY ROAD - ST. LOUIS 17, MO. 


SEE US AT BOOTH 1165 NAHB BUILDERS SHOW 
W  atcoa 
es Li Di re G G i A ss ey Dp oo RS A CUPPLES PRODUCTS DIVISION 
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[owes ov" RUBEROID 


renew IT FOR YOU 


“4 


a new concept in FLOOR TILE 


GREASE RESISTANT + #1), AME-RETAROANT 





HARDEST-SELLING 
FLOOR TILE DISPLAYS 


IN THE BUSINESS! 


@ Each tile sample is full size, 9” x 9”. Customers get a better idea of how finished 


floor will look, match colors easier... sell themselves! rR U 8 E R oO i D 


Each sample mounted on hardboard .. . virtually indestructible and pilfer-proof. 

Ruggedly made, these displays last and last. Sample changes keep them up to date! 

Just two displays — Polymerite* & Vinyl-Asbestos—eover most dealers’ tile business. FLOOR TI Le 
‘ Re ees : « The RUBEROID Co., 

Each display only 30” wide x 53” high. Requires 24” depth at base. 733 Third re New ‘onil, N.Y. 

Cost: $15.00 each. Call your Ruberoid representative ‘or further details. 9 «tm—par. penoine 
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ONE TON 
OF WINTER 
PROFITS! 


le FOR SNOW ICE REMOYA 


(100 10-lb. bags, 40 25-lb. bags take just 24” x 54”) 


For tons of profits keep a permanent 


display of Sterling Hafjfe° Melting 
Crystals all winter long. 


Sterling Halite is the leading product for melting dan- 
gerous, slippery ice and snow from sidewalks, steps, 
driveways and parking areas. Build a colorful one-ton 
mass display of Halite. Keep it on the floor all winter 
long. (And winter can last 150 days!) 

To help you sell more Sterling Halite, over 1,400 out- 
door posters tell your customers that Sterling Halite 


melts ice and snow fast. These posters are in major 


STERLING 
SALT 


INTERNATIONAL 


CLARKS SUMMIT, 


markets, on highways and near shopping centers. 

Stock Sterling Halite now! Have your display on the 
floor when early winter storms hit. Sterling Halite 
comes in 10-Ib. bags (6 to a bale), in 25-Ib. bags with 
carrying handle, in 50-Ib. and 100-Ib. bags. Order to- 
day from nearest district office. 





STERLING HALITE SALES SLANTS 


48.9% greater melting power at 30°F than other snow and 
ice treatments. * Dissolves 46 times its own weight of snow or 
ice. * Most effective if spread while snow is falling or before 
freeze. * Breaks up ice and hard-packed snow. * Use under 
wheels of car. . . Gives instant traction. 











SALT COMPANY 


PENNSYLVANIA 


DISTRICT OFFICES: BOSTON +» BUFFALO + CHARLOTTE + CHICAGO + CINCINNATI + DETROIT - NEWARK +» NEW ORLEANS + NEW YORK ~ PHILADELPHIA + PITTSBURGH + ST. LOUIS 
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..IT SATISFIES YOUR 
CUSTOMERS’ DEMANDS: 


workability that cuts costs 


Soft, even texture and low density of Western Pine Region 
species makes them easier to work by hand or machine. 
They cut smoothly, resist splitting, take nails easily and 
hold them. 


paintability to meet cost and 
color requirements 


These smooth, close-grained species provide a wide variety 
of beautiful natural colorings and take any paint or finish 
easily, require less coats to cover... 


ie) See LUMBER 
—* MEETS YOUR NEEDS: 


quality controlled 

All Western Pine Region finish lumber meets strict grading 
requirements after finishing. Thus you are assured of con- 
sistent quality for customer satisfaction. 


stability for storage 

These woods have a low natural rate of shrinkage and are 
thoroughly seasoned at the mills under controlled condi- 
tions, assuring yarding without downgrading. 


availability in mixed car shipments 

No need to order more than you need ... no waiting for 
small orders. Western Pine Association mills can deliver 
all your seasoned lumber needs (sheathing, siding, framing, 
paneling, etc.) in one car. 


variety for every need 


These finish materials are available in all standard sizes. 
You can also order a wide selection of millwork... and 
mouldings in over 600 standard patterns and a wide range 
of dimensions. 


Gs IE SS 
Next time you order, specify VV ST = R N 


PINE ASSOCIATION 


QUALITY GRADED FINISH LUMBER 
Department L-661, Yeon Building, Portland 4, Oregon 


Idaho White Pine - Ponderosa Pine - Sugar Pine - Lodgepole Pine - Larch 
White Fir - Douglas Fir - Red Cedar - Incense Cedar - Engelmann Spruce 


a an adaptation of this advertisement is running in builder and architectural publications 


Circle No. 16 on Handy Cover Card 





BRAND MARKING along the full length 
of each piece of lumber by Weyerhaeuser 
quickly identifies the manufacturer and 
also shows that the lumber is kiln-dried. 


Building Materials 
Merchandiser 


Headlines at Presst 


BY MARKING near one edge of wood 
siding, Weyerhaeuser furnishes a guide- 
line for faster, easier installation that 
conforms to FHA 1” lap requirements. 


Weyerhaeuser Edge-Marked Lumber 


TacoMA, WasH.—Common dimen- 
sion lumber and bevel siding are now 
being edge-marked for positive identifi- 
cation of quality dry material by Wey- 
erhaeuser Company. 

The words “kiln-dried” and _ the 
Weyerhaeuser 4-Square brand appear 
repeatedly along the full length of one 
edge of the common grades of 2x4’s 
through 2x12’s and along the lap edge 
of bevel siding. 

Unveiling of the new brand marking 
was made by John L. Aram, marketing 
vice president of the company’s wood 
products division. The readily visible 
lumber-marking is a companion to the 
marking of plywood sheathing with a 
giant Weyerhaeuser name and symbol, 
which started two years ago. 

Dual advantage. “Lap-branding of 
bevel siding serves a two-fold purpose,” 
said Aram. “First, the mark of quality 
is visible in a dealer’s yard, on the job 
and until the final piece of siding is in- 
stalled. Secondly, the bottom edge of 
the mark provides a self-aligning guide 
for fast, uniform application that con- 
forms to FHA 1” lap requirements. 
The built-in guideline saves labor and 
contributes to a straighter installation.” 


Positive identification of the framing 
lumber for homes can benefit lumber 
dealers, builders and home buyers alike, 
Aram said. “Even after houses are 
built, the edge-marking will be visible 
on rafters in attics, on floor joists and 
on framework of unfinished parts such 
as garages” he pointed out. 

The marking of 2” dimension (2x4’s 
through 2x12’s) is in an endless pattern 
along one edge. It will be applied to all 
lengths, grades and species, west coast 
hemlock and Douglas fir being the 
principal species of dimension from the 
company’s 14 mills. End-marking will 
be continued as an addition to the new 
marking. Ends of the top four grades 
of dimension now will have a new 
bright yellow plastic end-seal. 

Lap marking of bevel siding also will 
be applied to all species, including west 
coast hemlock and western red cedar, 
and to all widths, lengths and grades. 
The marking will appear on regular 
wood siding, on the Dri-Shield water- 
repellant treated material and on the 
prime-coated stock. Bundling of the 
bevel wood siding will continue, but 
end-caps will be discontinued in favor 
of identification on the product itself. 





Top Executives Leave 
Moore’s C&C Chain 

Roanoke, Va.—Both the presi- 
dent and merchandising manager of 
Moore’s (“Wholesale to Everyone’) 
have left the organization as the result 
of recent top-level management 
changes. 

Walter R. Parham, president and 
founder of Moore’s, has resigned, ac- 
cording to G. J. Buchanan, Jr., ex- 
ecutive vice president. John W. Davis, 
chairman of the board and also pres- 


30 


ident of the Dr. Pepper Bottling Co. 
in Roanoke, where Moore’s general 
headquarters is located, has assumed 
the office of president. 

Emmett L. Dugger, vice president 
for merchandising who joined Moore’s 
after holding executive positions with 
Hotpoint, recently left the organiza- 
tion. Moore’s operates 10 cash-and- 
carry stores, six of them in Virginia 
and others in Pennsylvania, Connecti- 
cut and Maryland. Plans have been 
announced for four new stores in 1962. 


ime 


PHU PAL OOUOUEA DAA EEE A 


impregnated Paper House 


New YorK—A 2-bedroom house 
constructed of paper honeycomb and 
corrugated fiberboard has been de- 
veloped to sell for less than $1,000 in 
underdeveloped areas and for a vaca- 
tion home in the U.S. 

Various resins are used to impreg- 
nate the paper, giving it stiffness and 
making its 2” thick walls completely 
weatherproof, the manufacturer said. 
No mechanical fastenings, nails or 
screws are used in the construction. 

Strength. Seams and joints of the 
paper house wall panels are bonded 
and sealed with a special glass cloth. 
The cloth is claimed to have a tensile 
strength of a quarter-ton per inch of 
width. 

The house sits on a complex of tubes 
made of paper. They are staked to the 
ground with steel rods and filled with 
16,000 Ibs. of sand or gravel. Each of 
the 63 tubes is said to bear a weight of 
2,000 Ibs. Their anchoring system en- 
ables the structure to withstand a wind 
load of 125 mph, the manufacturer 
claims. 

Model. An example of the house 
will be erected and displayed for six 
months beginning Thanksgiving Day at 
Roosevelt Field, L. I., N. Y. Details 
from Parametrics Research & Devel- 
opment Corp. 7 E. 47th St., New York. 


Sees Housing Rise 

BUFFALO—N ext year’s housing 
starts will rise about 4% to about 1.35 
million units, Fred A. Manske, presi- 
dent, National Gypsum Co., forecast 
recently. This year’s starts are expect- 
ed to be about 1.3 million. 

Manske repeated an earlier pre- 
diction that total construction spend- 
ing in 1962 would climb 7% over this 
year to a new record of $61 billion. 
He said construction totals this year 
will be more than $57 billion. 


Lists Wage Minimums 


WASHINGTON—A new list of mini- 
mum wages in effect under the Walsh- 
Healey act has been published by the 
U.S. Chamber of Commerce. This 
act sets minimum wages for federal 
government contracts of $10,000 or 
more for materials, supplies, articles 
and equipment. 

With military construction rising 
due to partial mobilization, building 
materials dealers who sell to the 
armed forces must pay all employes 
who work on items sold the particular 
minimum wage or higher, as set by the 
Secretary of Labor. These minimum 
wages range from $1.15 an hour to 
$2.85. 
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For conventional construction or components... choose 
Southern Pine for strength, economy and performance. 























eeeeeeeeeeeeeeeeeeeveee7eeeee 
Visit us in Chicago: 
N.R.L.D.A. Booth No. 504 
N.A.H.B. Booth No. 1355-6 
McCormick Place 


SOUTHERN PINE 


It’s dry... pre-shrunk... from the mills 


of Southern Pine Association. 
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For wall framing... 


proper seasoning at the mill assures uniform size and stability. 


For roof construction... 

Southern Pine dimension is uniformly graded over its entire 
length. This permits simple beam, cantilever, continuous or 
tension loading as required for trussed rafters. These same 
qualities also apply to conventional rafters and ceiling joist 
construction. 


For joisted floors... 

the U. S. Forest Products Laboratory, America’s foremost author- 
ity on wood, in their Technical Builetin 408 rate Southern Pine 
tops for hardness, toughness, stiffness, bending strength, and 
nail-holding power, all requisites for dependable joisted-floor 
construction. 


* The Federal H&HFA says that the requirements for an all-purpose, full- 
length stress-rated grade to use in trusses and light framing is ‘‘most 
nearly approached today in SOUTHERN PINE."’ 





“For quality Miller Homes, we use 
components built of dependable 
Southern Pine.” 


says J. Clifford Miller, Jr., President, 

Miller Manufacturing Company — 
Prominent Pre-Crafted Home Manufacturer. 
Richmond, Virginia. 


‘‘For trusses, wall units, and joisted floors... even 
for most of the interior and exterior finish ... we use 
Southern Pine exclusively. That way, we save time 
and money, and still satisfy the most 

discriminating of our Miller Home Buyers.” 


SOUTHERN PINE ASSOCIATION 
P. 0. BOX 1170, NEW ORLEANS 4, LA. 


Please send the following technical bulletins 


-) Stress Grade Guide 1 Trussed Rafter Data 
How to Specify Quality Southern Pine © SPA Buyers Guide 





NAME 





FIRM NAME 





ciTy ZONE STATE 
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Wood Kitchen Group Acts 
To Unify Cabinet Industry 


CuicaGo—Voting to open _ its 
membership to manufacturers of steel 
and plastic-finished kitchen cabinets 
at its sixth annual meeting last month, 
the National Institute of Wood Kitchen 
Cabinets also unanimously agreed to 
change its name to National Kitchen 
Cabinet Assn. 

Promotion of advantages of fac- 
tory-made and finished cabinets over 
those built on the job or in “alley 
shops” is the primary purpose of 
these steps leading toward a unified 
kitchen cabinet trade association, the 
organization said. Representatives of 
steel cabinet manufacturers are meet- 
ing with NKCA this week for a pos- 
sible merger. 

Meeting with the group’s member- 
ship committee will be Richard W. 
Sponholtz, general manager, Geneva 
(Ill.) Modern Kitchens and president 
of Steel Kitchen Cabinet Mfrs. Assn.; 
R. A. MacNeille, president, St. Charles 
(Ill.) Mfg. Co.; Marvin J. Berz, presi- 
dent, Marvel Metal Products Co., 
Chicago; and C. Kelly Reynolds, Jr., 
kitchen sales manager, Berger Div., 
Republic Steel Corp., Canton, Ohio. 

NKCA committee members are: 
Stanley G. Krempp, president, United 
Cabinet Corp., Jasper, Ind., chairman; 
Henry J. Scheirich, H. J. Scheirich 
Co., Louisville; Arthur M. King, pres- 
ident, Mengel Wood Industries, Inc., 
Louisville; and Dwight Gahm, presi- 
dent, Kitchen Kompact, Inc., Jeffer- 
sonville, Ind. 

“We have been letting the Ameri- 
can public down by not acquainting 
them more vigorously with the values 
to be found in factory-built cabinets 
regardless of their material,” Krempp 
said. “An augmented association can 
actively engage in promotion and 
education on the merits of all fac- 
tory-made cabinets. 

“Wood, steel and plastic groups in- 
dividually have been trying to tell the 
story of factory-manufactured cabi- 
nets as opposed to those built else- 
where,” Krempp continued. “The time 
has come for these groups to join 
forces and see that the public gets 
what it deserves—the best.” 

NKCA officers. George W. Mer- 
nick, Gregg & Son, Inc., Nashua, 
N. H. was reelected president of the 
organization. Martin Siegel, Texboro 
Cabinet Co., Mineral Wells, Tex., was 
chosen first vice president and Krempp 
second vice president. 

Chester A. Hamilton, I-XL Furniture 
Co., Goshen, Ind. was named secre- 
tary; William H. Benson, Whitehall 
Cabinets, Inc., New York, treasurer; 
Maurice E. Collins renamed execu- 
tive secretary. Fred F. Montiegel, 75 
E. Wacker Dr., Chicago 1, was chosen 
again as general manager. 

Performance. Procedures for estab- 
lishing product performance and ap- 
proved manufacturing practices are 
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being developed by NKCA’s engineer- 
ing committee, Mernick said. Five 
areas of performance—finish, cabinet 
structure, fastening, hardware and 
packaging—are being studied, he 
added. An inquiry is being made into 
the feasibility of retaining independent 
laboratories to initiate and continue 
testing programs related to these ob- 
jectives. 

Seal. A new seal, in keeping with 
the association’s expanded coverage, 
is being prepared by the promotion 
committee. Its theme—*factory-built 
and_ factory-finished for enduring 
beauty” will be emphasized in pub- 
licity and the NKCA’s forthcoming co- 
operative advertising program. 

Sales tool. KITS, Inc. (kitchen in- 
dustry training schools), a related or- 
ganization, is offering an executive 
kitchen designer kit to help kitchen 
specialists merchandise their product. 
It was developed for those who have 
no training or experience in art or 
mechanical drawing, to “make a no- 
vice an expert when he finishes his 
first drawing.” The $49.95 kit shows 
how to make professional renderings 
in 30 minutes. 

Schools. KITS also recently an- 
nounced two new kitchen training 
schools for kitchen specialists. They 
will be held in the Carillon hotel, 
Oceanfront at 68th St., Miami Beach, 
Dec. 10-22 and Jan. 7-19. Sales man- 
agement, kitchen management, kitch- 
en planning, designing and selling will 
be offered. 


Hardwood Plywood Standards 
A printed edition of Commercial 


Standard CS35-61, Hardwood Ply- 
wood, is now available, according to 
the Commodity Standards Division, 
Office of Technical Services, Business 
and Defense Services Administration, 
U. S. Dept. of Commerce, Washington 
25, D. C. Copies are 15¢ each. 


Stock Sale Request Filed 
With SEC By Hileco Homes 

PHILADELPHIA—Hilco Homes Corp., 
manufacturers of precut panelized 
homes, has applied to the Securities 
and Exchange Commission for per- 
mission to sell their stock on the public 
market. Hilco’s preliminary prospectus 
proposes 6,500 units at $190 per unit. 

In its prospectus, Hilco said it in- 
tended to ultimately use $750,000 
from the net proceeds of the offering 
for the operation of a wholly-owned 
subsidiary to finance precut homes for 
their customers. Until now, Hilco has 
provided financing in only about 15% 
of their total sales, reselling the re- 
maining paper to investors. About 90% 
of their customers need financing. 

Hilco’s sales of panelized homes, 
which are franchised to dealers, totaled 
$4,074,000 last year, the prospectus 
stated. Backlog for the first five months 
this year totaled 381 units representing 
$1,905,000, compared with 332 units 
for $1,660,000 for the same period 
in 1960. 

The company offers 34 basic models 
with variations, together with accessory 
heating, plumbing, paint and kitchen 
vackages. Average sale price of the 
Hilco home is $5,500. 


Plywood Hits Postwar Low 

PORTLAND, OrRE.—Price of key 
grade sanded fir plywood dropped to 
$60 from $64 a thousand sq. ft. at 
west coast mills. This equals the post- 
World War II low reached early this 
year and trails the $68 price of a year 
ago. 

Supply was greater than demand as 
productiion reached a record high in 
September, the Douglas Fir Plywood 
Assn. reported. In the past, price dips 
to $60 have brought about curtail- 
ment in output. But DFPA forecast 
“the shorter-term picture not opti- 
mistic.” 

Looking ahead into November, how- 
ever, DFPA said a seasonal downturn 
in production may be expected. The 
group indicated the long-term outlook 
for plywood demand is “increasingly 
promising.” 





New Nail-Base Sheathing Specs 


CHICAGO—New recommended prod- 
uct and application specifications 
for %” nail-base fiberboard sheath- 
ing have been released by the Insula- 
tion Board Institute. 

The specifications are now being 
distributed by the Federal Housing 
Administration to all their regional 
offices, along with the FHA Use of 
Materials Bulletin No. UM-34 en- 
titled “’2-inch Fiberboard Nail-Base 
Sheathing.” The new FHA bulletin be- 
comes effective Dec. 4, 1961. 

The following points are included 
in the specifications: 

1. All %” nail-base fiberboard 
sheathing produced by the 14 IBI 
member companies and other firms 
will soon be clearly marked with the 
identifying words “NAIL-BASE.” 


2. Nail-base fiberboard sheathing 
enables the nailing of wood and as- 
bestos cement shingles direct to the 
sheathing, said to save up to $40 per 
house. 

3. When applied in accordance 
with the new IBI specifications, 42” 
nail-base sheathing eliminates the need 
for corner bracing. 

4. Sheathing can be applied with 
powered staple guns, which are said 
to reduce application time as much as 
50% compared to conventional meth- 
ods. 

Copies of the new 1%” nail-base 
sheathing specifications may be ob- 
tained by writing R. A. LaCosse, tech- 
nical director, Insulation Board Insti- 
tute, 111 W. Washington St., Chicago 
2, Til. 
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Crossett Goes 
All Pine 


Now— count on Crossett to 
meet all your pine needs 


w lumber storage shed awaiting further manufacture. 


NOW CONCENTRATING ON ONE GREAT QUALITY WOOD, 
Crossett is geared to give you the ultimate in service: quality and 
quantity when and where you need it. 

Crossett Lumber Company is now producing pine at the rate of 
100 million feet a year. Your most diversified needs whether 
large or small can be met on schedule, year-around. 

You know the product—quality Arkansas Soft Pine. This quality 
begins in Crossett’s almost 600,000 acres of scientifically managed 
forests and is carried through the big, modern mill by a corps of 
experienced workmen. 

Every piece of this great volume of Southern pine is conditioned 
to perform on the job according to exact standards. In 14 modern 
dry kilns the products are stabilized with a moisture content of 
10% and under on 4/4 stock . . . 14% and under on 8/4 stock. 
Quality control experts check manufacture every step of the way. 
For these reasons and many others, Crossett is the answer to 
your pine needs. 


itil CROSSETT LUMBER COMPANY 


A DIVISION OF THE CROSSETT COMPANY, CROSSETT, ARKANSAS, MAKERS 
OF PAPER, LUMBER, CHARCOAL AND CHEMICALS—ALL FROM MANAGED FORESTS. 
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New Product 





Barrett Vinyl Building Panel is Cost-Cutting 

New Barrett plastic panels offer the advantage of non- 
flammability and are available in virtually unlimited 
lengths, announces Barrett Division. Both opaque and 
translucent types are offered in flat and corrugated forms. 

The 43”-wide panel has many applications in residen- 
tial construction and renovation, including: roofing, siding, 
skylighting, partitions, suspended ceilings, fences, canopies 
and decorative effects. 

The vinyl panels are produced in six standard colors, 
three opaque and three translucent. Other colors may be 
specially ordered. Entire structures may be enclosed in 
opaque Barrett Vinyl Building Panels, with translucent 
panels inserted where light is desired. 

The easy-to-handle, lightweight panels assure a low-in- 
Stallation cost. They can be cut, sawed or drilled with 
conventional equipment. 

Prior to full production of the panels early in 1962 in 
a new facility, with a multi-million square foot production 
capacity, developmental quantities are available for trial 
applications. Technical data may now be obtained by 
lumber dealers. Barrett Div., Allied Chemical Corp. _ 

Circle No. 201 on Handy Cover Card 
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Building Materials 
Merchandiser 


Spotlight pror's cxoice) 


J-M Fiberglass Ceiling Panel Has Vaulted Dome 

New Acousti-Shell fiberglass ceiling panels are especial- 
ly designed to meet an architectural need for a ceiling 
unit that adds height and interest as well as wide-ranging 
color and pattern variations, says Johns-Manville. The 
2’-square molded panels rise gently to a vaulted center 
and are of a shell-like thickness. 

Standard colors of Acousti-Shell are white, blue and 
green. However, the facing fabric may, upon order, be 
dyed in many other colors or imprinted with custom de- 
signs, J-M said. 

Acousti-Shell panels absorb up to 80% of room noise 
striking them and have a flame-spread rating of zero. The 
lightweight panels are easily installed on overhead metal 
grid systems to provide a ceiling of any height desired. 
They are easily removed for any maintenance required 
above the panels. 

The new Acousti-Shell line also includes flat panels for 
borders, areas around columns and beams, also spotlight 
cutouts and similar uses. 

Literature will be available to lumber dealers by the end 
of this month. Johns-Manville. 

Circle No. 202 on Handy Cover Card 
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Get set for BH&G’s biggest Retailers’ 


UILDING BONANZA! 


BETTER 
HOMES 


& Gardens 
1962 


HOME IMPROVEMENT 
CONTEST 


IN CASH PRIZES FOR 
HOMEOWNERS 


Ww 
111 WINNERS 


kkwekk 


4 DIVISIONS 


kkk kk 
1. EXTERIORS 


2.INTERIORS 
3. ADDITIONS 
4. KITCHEN Utitity Area 




















PLAN FOR 
PROFITS NOW 
SEND FOR FREE 


PROMOTION KIT 


rent 


Even BIGGER and BETTER than the 1956 Contest when 
136,000 families entered and 19,733 Dealers and 87 Manu- 
facturers tied in! 


MAKE YOUR STORE OFFICIAL CONTEST HEADQUARTERS 
AND BUILD YEAR-LONG TRAFFIC AND SALES! 
If you tied in with the 1956 Contest you know what a success 
it was for dealers and manufacturers alike! And this new one 
has even more sales excitement and consumer incentive! Here’s 
how BH&G will help you cash in: (1) By a major editorial series 
beginning in January, generating tremendous enthusiasm for 
home-improvement among the 5% million action-minded BH&G 
families; (2) By providing you FREE all the merchandising and 
promotion materials to make your store Official Contest Head- 
quarters, including entry forms. 
CONTEST STARTS JANUARY 1 

Already, top brand names manufacturers are tying in to add 
tremendous support. Harness the purchasing power of 5,500,000 
BH&G families . . . order your promotion kit today, and you’ll 
be on your way! 


To: BH&G 1962 HOME IMPROVEMENT CONTEST 
Dept. BMM-11, Des Moines 3, lowa 


Name 





Store Name_ 








Type of Business : Soe 


Store Address Ss 





City _Zone__State__ Baa al 
(ADVERTISERS: Write on your letterhead for Contest details, or tie-in assistance, to the above address.) 
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New Product Parade 


Precast Stone Siding 


New nail-on panels of 
Ledge Rock consist of a 
lightweight precast stone 
material bonded to a 2”- 
thick insulation board. The 
14” x 32” panels are easily 
secured with type 6 D nails 
driven into area between 
stones. Joints are then mor- 
tared with a standard ready- 
mix cement. Ledge Rock 
panels can be applied direct- 
ly to wood siding or to 2” x 
4” studs. Alsco. 

Circle No. 203 on Handy Cover Card 
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Hood-Fan Package 

A complete Range Hood 
Package contains everything 
needed for range hood in- 
stallation and is shipped in 
one carton. It will be avail- 
able for as low as $41 list. 
Designated the KP series, 
the hood-accessories pack- 
age is available in 30”, 36” 
and 42” lengths. Wiring can 
be done from inside cabinets 
or underneath the hood. 
Berns Air King Corp. 
Circle No. 207 on Handy Cover Card 
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Weldwood Fiberglass 
New Weldwood fiberglass 
panels and accessories are 
available in three grades: 
superior, structural and 
economy. Applications in- 
clude: room dividers, car- 
ports, table tops, shelves and 
shower stalls. Superior and 
structural panel grades are 
both offered in 9 colors; 
economy grades in 3 colors. 
Retail prices are 45¢ to 75¢ 
a square foot. U. S. Ply- 
wood Corp. 
Circle No. 204 on Handy Cover Card 
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Model Building Kit 
It’s easy to build a scale 
model of a client’s new 
home or addition for $3.95. 
A kit, scaled %4” - 1’, con- 
tains colorful realistic ex- 
terior finishes, roofing, side- 
walk material and building 
board. Any style home may 
be built with it, says maker. 
Available with red, brown or 
gray brick finishes. Dealer’s 
price of kit is $2.77. Ma-Del 
Company. 
Circle No. 208 on Handy Cover Card 


Adds Siding Lines 

Two new aluminum sid- 
ing lines bring the Wepco 
total to five. Deluxe Model 
No. 650 has a new scalloped 
nailing edge to assure a 
tighter installation and a 
specially-treated fiberboard 
to provide better insulation. 
Custom Model No. 550 has 
same nailing edge, but 
doesn’t have the insulated 
backing. Both are available 
in six colors. The Weather- 
Proof Co. 
Circle No. 205 on Handy Cover Card 


For more facts, 
use handy back 
cover coupon. 
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Acoustical Plank 

New Kaiser _ Fir-Tex 
Acoustical Plank is “%” 
thick, 16” wide and 10’ or 
12’ long. Plank is painted 
white and is offered with 
either a pin-punched or fis- 
sured pattern. It flexes easi- 
ly for insertion into mold- 
ing. May be used for acous- 
tical treatment of walls as 
well as ceilings. Plank 
slashes acoustical applica- 
tion time. Kaiser Gypsum. 
Circle No. 209 on Handy Cover Card 








Standard Thicknesses 


All Marlite planks and 
blocks in color now will be 
made in 4” thickness in- 
stead of 3/16”. With this 
change, Marlite planks, 
blocks and Trendwood Ran- 
dom Plank are all 4%” thick 
and can be used together 
for decorative effects, if de- 
sired. The moldings for both 
the colored and woodgrain 
planks also are standardized. 
Marlite Division of Mason- 
ite Corporation. 

Circle No. 206 on Handy Cover Card 








Multi-Purpose Desk 

A new desk set is finished 
in cocoa poles, has sandal- 
wood desk, shelf and lamp. 
Both the desk and shelf are 
adjustable in heights. Unit 
is ideal for use as a tele- 
phone table, writing desk, 
dressing table or student's 
desk. Entire set is coated 
with plastic to resist wear. 
Unit is completely wired. 
Retails at $19.95. Arrow 
Metal. 
Circle No. 210 on Handy Cover Card 

(continued on page 38) 
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‘‘Like a lot of other products | buy, 


ies cae ol 
I specify good old USA _ | x 
brand names because I|:can always | i A orn 
rely on the consistent quality and availability of products ” & we eer : oS Z 
that are here to stay. That’s why Southern is my fastener.”’ ; me eee 
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Contact your service-minded Southern Distributor, or write 


Southern Screw Company, P. O. Box 1360, Statesville, North Carolina. 


Warehouses: New York : Chicago - Dallas - Los Angeles 


WOOD SCREWS STOVE BOLTS - MACHINE SCREWS & NUTS 
TAPPING SCREWS CARRIAGE BOLTS - WOOD DRIVE SCREWS 
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NEW PRODUCT PARADE 


(begins on page 36) 


Mahogany Room Divider Units 

Kennaviders are finished in Philippine 
mahogany and packaged with all nec- 
essary hardware. Units are available in 
flush, combined louver and raised panel 
styles in 6’8” and 8’ heights and in 
standard panel widths. Hinges are as- 
sembled and mortised at factory. Hard- 
ware is maker’s Custom Series 1300. 

Sold in packaged multiples of two, the 
divider units fit standard room openings 
or may be combined with a simple stile 
block to close unconventional widths 
Kennatrack Corp. 

Circle No. 211 on Handy Cover Card 
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For more facts, 


use handy back 


Redwood Snack Bar Set 


A new Concord Redwood Snack Bar 
set is handsomely designed to make any 
corner a popular spot. It makes an ideal 
birthday or Christmas present for dad. 

The Concord Redwood Snack Bar is 
44” high x 33” wide x 19” deep. It is 
offered with two matching redwood 
stools, each 30” high and 12” square. A 
matching redwood glassware shelf, 33” 
wide x 24” high, also is available. Other 
redwood accessories, not shown in photo- 
graph above, also are included in maker’s 
1962 line. Concord Woodworking Co. 

Circle No. 212 on Handy Cover Card 


Corner Fireplace Is Low-Cost 


A new masonry fireplace is complete 
from hearth to housing top and can be 
built for under $300 in any inside loca- 
tion, it is said. 

The new 500 Series two-side open 
hearth, corner fireplace is pre-engineered 
for easy installation and guaranteed 
smoke-free operation. The fireplace can 
be completed in less than 10 man hours 
even by a semi-skilled worker. There’s 
no limit to the architectural style of the 
finished fireplace, announces Vega In- 
dustries. 

Circle No. 213 on Handy Cover Card 


Grecianboard Pattern 


A decorative hardboard 
pattern, called Grecianboard, 
is announced. The new %”- 
thick, 4” x 8’ panels are 
smooth on both sides. The 
board takes lacquer and 
paint. Its uses include: pan- 
eling, sliding doors, ceilings, 
screens. Because it is self- 
ventilating, Grecianboard is 
also useful for hampers, ra- 
dio and TV sets. Hardboard 
Fabricators Corp. 

Circle No. 214 on Handy Cover Card 
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Astralon Introduced 
Mastic Tile Div. an- 
nounces Astralon, a new 
vinyl asbestos floor tile. It is 
spattered with droplets of 
gold, silver and copper eith- 
er alone or in combination 
with pink, aqua or emerald. 
Astralon is available in six 
colors and in standard gauge 
only. Literature may be ob- 
tained by lumber dealers. 
Mastic Tile Div., The Rub- 
eroid Company. 
Circle No. 215 on Handy Cover Card 


Wood Folding Doors 


All hardware and simple 
instructions are packed with 
each new Modernfold Wood- 
master door. Birch or Phi- 
lippine mahogany veneers 
are available prefinished or 
unfinished. Offered in sizes 
up to 4’ in width, 8’ in 
height; can be paired to fit 
larger openings. Retails for 
less than $40 in standard 
sizes. New Castle Products, 
Inc. 

Circle No. 216 on Handy Cover Card 


Workbench Legs 


Homeowners can now 
custom-build their own 
workbench with Pridecraft 
legs. Free plans enclosed 
with each set show six il- 
lustrated easy-to-follow in- 
structions and list hardware, 
lumber and tools required. 
Individually packaged in 4” 
x4”x33” cartons. Available 
in green, silver or gold 
finish. Retail price: $8.50. 
Pollard Bros. 

Circle No. 217 on Handy Cover Card 
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are fast becoming 


...BE THE FIRST 


in your area to sell this complete line 
of necessary equipment . . . Available 
to you now from one reliable source. 


THE LAU BLOWER COMPANY 
2027 Home Ave. * Dayton 7, Ohio 


Rush us complete information on the COMPANY NAME 
complete line of Lau Fall-Out Shelter COMPANY ADDRESS 


Accessories. 
REQUESTING INDIVIDUAL 


November 6, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) 





Pre-packaged! | Pre-counted! 


uinptey PIC-PAKS 


the complete, profitable bright wire line 


Hindley PIC-PAKS let customers sell themselves fast! With “see-thru” 
tops they see Hindley quality at a glance. End markings provide neces- 
sary price and package information. The PIC-PAKS themselves include 
all the bright wire items needed throughout house, workshop, garage. 


These self-sellers not only build im- 
pulse sales. They cut inventory time, 
speed turnover, and deliver full profits, 
too! Your wholesaler has this complete, 
pre-packaged, pre-counted, line. Order 
your new assortments or rack refills 
today! 





FILLS ALL BRIGHT WIRE NEEDS. 
Hindley PIC-PAK Assortment No. 36. 
Takes only 16” x 20” wall or counter 
space. Holds 216 units of the 36 most 
wanted items. Includes screw eyes, cup 
hooks, screw hooks, curtain rod hooks, 
shoulder hooks, clothesline hooks — plus 
many more! 





- dle HINDLEY MANUFACTURING COMPANY 
ape 1897 Cumberland, Rhode Island 


WIRE HARDWARE «COTTER PINS * PLUMBING SPECIALTIES 











Letters to the Editor 
(begins on page 8) 





Wholesaler Components 


To The Editor: 

Your editorial, “A New Component 
Era,” (BMM, Sept. 25th) is most 
thought provoking and presents a chal- 
lenge to all of us in the building ma- 
terials business. I hope that it will be 
followed by more, giving us help in 
charting the course to be followed in 
the distribution segment of the indus- 
try as it will be disrupted by the im- 
pact of components. 

Surely the merchandising of com- 
ponents cannot follow the time hon- 
ored channels of distribution from 
manufacturer to wholesaler to retail 
lumber dealer to builder to consumer. 
It would be impossible to be com- 
petitive. 

In the case of non-load bearing 
panels which are about to be placed 
on the market by various manufac- 
turers, yOu indicate that they will be 
sold directly to dealers who will carry 
them in stock for resale to builders. It 
this is true, what is to be the future 
function of the wholesaler? 

In our area, my picture of a dealer 
with his stock of panels, waiting for 
someone to bring in a house plan de- 
signed for trusses, is clouded with 
cobwebs—on the panels, that is. 

In my opinion, the distribution pat- 
tern will be: manufacturer to whole- 
saler to dealer-builder. The whole- 
saler will need to educate his dealers 
to become builders. Here are the 
reasons why wholesalers can become 
prefabricators: 

1) Prefabrication must depend upon 
production-line methods and volume 
sales. How many dealers can develop 
this volume? 

2) The theory that dealers can stock 
modular panels, made by others, for 
resale to builders, will not withstand 
an impartial analysis. The markups 
would price that system out of the 
market. Also it is dependent for suc- 
cess upon a modular building system. 
Who is going to provide the modular 
plans? 

3) The dealer cannot provide the 
item which is absolutely necessary— 
FINANCING. How many dealers can 
or will be able to provide their own 
mortgage company or its equivalent? 

The wholesaler, therefore, is the 
only one who can qualify in all re- 
spects to become the producer of a 
complete house package. He can dis- 
tribute economically within a radius 
of 250 miles and his dealer-builders 
will produce the required volume.— 
George E. Finch, Louisiana Building 
Investments Inc., PO Box 1416, Lake 
Charles, La. 





BMM editors welcome your views on 
distribution and business trends. Write 
us at 59 East Monroe St., Chicago 3. 
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NEW... Revolutionary...EXTRA PROFIT 



































STRESSED SKIN }) 
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Invis-I-Nail applied with 
standard Gang-Nail 
fabricating equipment! 


A An entirely new product . . . for use wherever plywood (or other sheeting ma- 
terial) is fastened to lumber. It opens up entirely new areas in pre-fabricated 
products. For this latest forward step in the forward-looking building com- 
Tro ponents field...see Gang-Nail’s amazing new wood connector... at the 


WOVEMBER 4-7 1961 


See us at 
Booth #413. 


Automated Building Components, Inc. 


(Formerly Gang-Nail Sales Co., Inc.) 


P.O. Box 47-836 Miami, Fla. Area Code 305 OX 6-0930 
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USE HANDY COUPON ON BACK COVER FOR MORE INFORMATION 


Kitchen Designer Kit 

Perspective renderings in 30 minutes 
is the goal of novices using the Executive 
Kitchen Designer. Arthur C. Johns, copy- 
right owner of this speed system for 
making floor plan, elevation, 1-point and 
2-point perspective drawings, is shown 
above explaining its use to trainee. 

Kit consists of 16 large-image master 
grid sheets, instruction book, planning 
guide, drawing board with built-in T- 
square, triangle, tracing paper, pencils, 
eraser, masking tape and carrying case. 
Postpaid price: $49.95. Kits, Inc. 

Circle No. 218 on Handy Cover Card 


Film Promotes Marlite Paneling 

A new 15-minute sound-slide film in 
color details the advantages of Marlite 
paneling. It also provides basic informa- 
tion about the installation of Marlite 
plastic-finished wall and ceiling paneling. 

The entire Marlite line, including Hi- 
Gloss panels, plank and block, Trend- 
wood Random Plank and woodpanels, 
marble patterns and decorator patterns 
of fleece, lace and celestial, is illustrated. 
Bookings of the film may be arranged by 
lumber dealers. Marlite Div. of Masonite 
Corp. 

Circle No. 219 on Handy Cover Card 
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Do-It-Yourself Paneling Center 

A new compact display promotes Pan- 
elboard’s new lines of plastic-coated wall 
paneling. These include easy-to-install 
wall paneling for living rooms, dens and 
playrooms plus colorful tileboards for 
kitchens and bathrooms. 

Using only 20” of space, the unit is 
a complete do-it-yourself idea center. It 
contains sample chips, a card showing 
Panelboard applications in full color and 
“take me home” literature. It’s ideal as a 
wall, counter or floor display. Panel- 
board Mfg. Co. 

Circle No. 220 on Handy Cover Card 


Tile Color Selector Kit 

Eight colorful pastel designs in the 
new Textured Tints Ceramafiex floor 
tile line are being introduced via a color 
selection kit. Each design in the kit is 
reproduced in full-scale, 9” x 9” tile 
size. The tiles are precision ground og a 
9” x 9” nominal size after the 1” i 
ceramic mosaic units have been aan 
bonded into the rubber grid pockets 
with a heat-cured epoxy. 

One actual full-size 9” x 9” square of 
Ceramaflex tile also is included in each 
kit. United States Ceramic Tile. 

Circle No. 221 on Handy Cover Card 
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Redwood Plywood Display 

A new point-of-sale merchandiser pro- 
motes the complete line of Simpson Tim- 
ber Company redwood plywoods for wall 
paneling, siding, built-ins, furniture and 
also cabinets. 

The sales-maker holds six 6” x 16” 
samples hinged with cloth tape. Samples 
include Rusticwood, Ruf-sawn, Shado- 
wood, Plyweave and rift end figured 
grain redwood plywood. 

Further details about the display may 
be obtained by lumber dealers. Simpson 
Timber Co. 

Circle No. 222 on Handy Cover Card 


Free Plans for Building a Rack 

Alsynite Div. has developed a new 
floor model merchandiser for its trans- 
lucent panels. The eye-catching unit is 
designed to stock and display 8’, 10’ 
and 12’ Alsynite panels. 

Free plans for building the unit may 
be obtained by lumber dealers. The stor- 
age-display racks also are available as 
preassembled units. Modular in size, 
they are ideal for arrangement in a mass 
display or back-to-back as a compact 
island sales-maker. Alsynite Div. of 
Reichhold Chemicals. 


Circle No. 223 on Handy Cover Card 
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PROFIT MORE WITH 


DEPENDABLE QUALITY 


PLYWOOD, LUMBER AND QUALITY CONTROL at the mills is 
IMPORTED PRODUCTS of top the reason. Fine, modern equipment, top- 
quality .. . trouble-free handling . . . less grade production supervision and careful 
time spent on adjustments . .. more time for inspection at every step insure better prod- 
selling and servicing customers. Result: ucts and happy buyers. 

more profits. 


DEPENDABLE QUALITY. That’s Save time, too. One call to VANPLY fills 
the Vanply story .. . the experience of buy- all your requirements for plywood, lumber 
ers throughout the country who regularly and imported products. 

call Vanply. 


SALES AGENTS FOR: 

¢ FORT VANCOUVER 
PLYWOOD CO. 

e NORTH PACIFIC 
PLYWOOD, INC 

e TILLAMOOK 
VENEER CO 

e SOUTHERN OREGON 
PLYWOOD 

e THREE SISTERS 
PLYWOOD, INC 


e HUB CITY 
PLYWOOD CORP 


1¢PORT PLYWOOD CO 


ePV BRAND 
HARDBOARD 
e WHITE CITY 
aa A's’, 010) DE OLOP 
e VAN-EVAN CO 


os 


a. 


IWJQOQOOD CO 


P. 0. BOX 720 - VANCOUVER, WASHINGTON + Phone OXford 3-2514 + TWX VAN-648 
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Staff Report No. 1 


CASH - CARRY 


You Can't Ignore It. But You Needn’t Fear It. 





Big cash-and-carry retailers are growing in number. But service dealers are learning to compete. 


“It's no gravy train,’ says one conventional dealer who recently opened a big cash-and-carry 
branch. But there is money to be made in c&c if you can keep a fast turn of selective inventory 


at a ‘‘compensatory pricing’’ markup. 


Other dealers offer c&c and credit under the same roof with separate price lists, greater product 
selectivity and more emphasis on self-service. 


Another dealer group ‘‘answers the c&c question'’ by avoiding the price issue entirely—offer- 
ing materia! and a built-in labor price in one complete packaged job. 


Still another group is diversifying: they're in land development, new homes, remodeling, com- 
ponent fabrication and store sales of high-profit specialties. 


Take your choice: there's an answer to the ‘‘c&c question’ for every dealer who has this prob- 
lem. And who doesn't? 
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7 O SIDESTEP the cash-and-carry 
development in building materials 
merchandising is to invite disaster, es- 
pecially if this method of selling is 
mear your doorstep. Smart dealers 
have found numerous ways to meet 
c&c, as outlined below, but none ig- 
nore it because cash-and-carry con- 
tinues to grow at a rapid pace and 
becomes more competitive. For ex- 
ample: 

* Wickes, the biggest c&c operator in 
the country, now has 27 outlets stretch- 
ing from the midwest to the east coast. 
Thirteen new yards are planned for 
1962. See page 60 for details. The 
newest Wickes yard opened last month 
in Swedesboro, N. J., just off the New 
Jersey Turnpike. It is in a strategic 
spot to service the entire Philadelphia, 
Camden, N. J. and Wilmington, Del. 
areas. Sixty miles to the north in 
Hightstown, N. J. is Castle Lumber 
Corp., which calls itself the ‘“World’s 
Largest Cash-and-Carry.” 

Of Wickes 27 c&c outlets, some 18 
now have plumbing, electrical and 
heating departments. Approximately 
$3 million was spent last year in plant 
additions for the c&c division, accord- 
ing to official sources. Public sale of 


Wickes stock, recently approved by the 
Securities Exchange Commission, is 
now listed on the New York Stock Ex- 
change. 

* John A. Walker, sales manager for 
Lowe’s, a big c&c organization in the 
south, confidently believes his firm will 
eventually do 10% of Sears’ gross vol- 
ume of $4 billion. Lowe’s handles a 
very wide range of appliances and 
home goods, but is also heavy in build- 
ing materials. 

* “There is no growth limit until c&c 
has blanketed every town in the coun- 
try,” declares G. J. Buchanan, Jr., 
executive vice president, Moore’s 
Wholesale Builders Supply, Inc. with 
10 c&c outlets and four more planned 
for 1962. Headquarters of this chain 
is Roanoke, Va. 

Alternative moves. To go cash-and- 
carry yourself may not always be the 
best way to meet c&c, although many 
conventional yards have taken this 
course, either going c&c 100%, setting 
up a branch c&c or selling cash-and- 
credit under the same roof. 

One dealer who has a c&c branch 
and a conventional yard offered this 
thought: if dealers think c&c is such a 


BIG NEWSPAPER ADVERTISING SPACE, along with broadsides and price sheets sev- 
eral times annually, plus radio and other media are used by cash-and-carry oper- 


ators to tell their story—mainly low prices. 


o' exaor rose ee 


we : ae 


e URITHING § THE Stoas — 


good thing, why don’t they invest the 
same amount of money in stock sold 
by the big c&c’s that they would in 
their own c&c branch and get a hand- 
some return with a lot fewer head- 
aches? 

“Cash-and-carry is not the gravy 
train some people think,” observes 
Charles Veenstra, who opened a big 
c&c outlet in Kenosha, Wis., about 
25 miles from a Wickes yard, a little 
over a year ago. His firm, Veenstra 
Lumber & Supply, also has a conven- 
tional yard in Racine. 

It was a profitable year for Cash- 
Way, Inc., Veenstra’s c&c branch, but 
it didn’t quite reach the $750,000 
sales goal originally projected, partly 
due to a drop in home starts, says 
Chuck Veenstra. 

“Cash-and-carry is a low-margin 
type of money-maker,” he adds. “Big 
volume is the only way to get a good 
return on investment. You've got to 
go for the fast turn.” 

In addition, you’ve got to watch 
your inventory and turnover much 
closer, eliminate the dogs and keep a 
close eye on manpower, Veenstra says. 

(continued on page 46) 
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C&C Convert Also Sells Credit 


"RAPID RALPH” WOODBURY, 
head of Woodbury Lumber with 
headquarters in Glens Falls, N. Y., 
poses above with his job sign and sign 
giving delivery prices for c&c out of 
his Schenectady branch, where c&c 
sales were 71% of total sales last 
year. Woodbury Lumber also offers 
credit and sells complete low-cost 
homes and remodeling packages. 

Policy. “We want your dough!” 
states a flier from Woodbury Lumber. 
Then it goes on to say: 

“We prefer to sell cash-and-carry. 
This method of operation aliows us to 
positively guarantee that our prices, day- 
in-and-day-out, are absolutely the low- 
est in the state. 

“Some of our customers, however, 
prefer that we deliver the materials in 
our own trucks. Others appreciate the 
convenience of being able to say, 
‘Charge it.’ Of course it costs us, as it 
does ANY lumberyard, extra money to 
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provide these extra services—and, in 
these cases, our prices reflect the actual 
additional expense we incur. We are 
still able to offer the big 5% discount 
for prompt payment, however, on this 
type of purchase. 

“We have a third plan of selling— 
the now famous Woodbury EASY PAY- 
MENT plan. When you open an EASY 
ACCOUNT, you enjoy the full 5% dis- 
count and still have the privilege of 
spacing your payments over a_ 10- 
month period. Ask your salesman for an 
EASY PLAN brochure. 

“Rapid Ralph” says: ‘I personally 
guarantee all of the above statements of 
policy to be true without reservation 
or exception. To avoid confusion I 
would appreciate your telling our sales- 
man which plan you wish to use.’ 

“Thank you, 
Rapid Ralph.” 

The biggest customer complaint 
has been the 10% restocking charge, 
Woodbury said. 
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Compensatory pricing must be used 
to the fullest extent possible, giving 
low-turn items almost as much profit 
margin as conventional yards. 

Veenstra figures that most conven- 
tional yards with c&c competition are 
selling basic items like dimension lum- 
ber and plywood within 5% to 8% 
of c&c prices. Buying on c&c prices, 
a customer can save around $200 on 
the average house job, says the Wis- 
consin lumberman. 

Within the next five to 10 years, 
Veenstra believes you will see c&c 
dominated by a relatively few big 
chains across the country, similar to 
the food supermarts. He projected a 
volume drop of 18% from their con- 
ventional yard to their c&c outlet— 
12% contractor and 6% consumer. 
How much of this loss actually ma- 
terialized is hard to say as some of 
this business would have gone to 
Wickes. 

Package selling. In any event, Veen- 
stra’s conventional yard has changed 
its method of operation since c&c be- 
came a factor. It has gone more to 
package selling with emphasis on re- 
modeling and garages. Labor is built 
into the package price. Veenstra makes 
its own kitchen cabinets. 

Product pricing has largely been 
replaced with package pricing with the 
occasional exception of a single item 
or two like plywood, which may be 
priced as an item and then incorporat- 
ed in the advertised package (rec 
room) of the day. 

Veenstra has also started a com- 
ponent operation on a small scale. 

One conventional dealer who de- 
cided to go c&c before Wickes opened 
up almost on his doorstep is the Welsch 
Lumber Co., Mokena, Ill., adjacent to 
Chicago’s south side. This 10-year- 
old firm made the transition two 
years ago and recently completed a 
new combination showroom-warehouse 
(33,000 sq. ft.) designed by Linden- 
berger & Associates, Inc., architec- 
tural consultants to BMM. Welsch sells 
brand-name items at 10% to 40% be- 
low prevailing retail prices. 

“Two years ago, we took a hard 
look into the future and decided we 
could operate best under a cash-and- 
carry plan,” said Bill Welsch, secre- 
tary of the firm. “We found ourselves 
sitting on the doorstep of a thriving 
suburban housing development push- 
ing out from Chicago’s south side. 
We felt sure these suburbanites would 
respond to cash-and-carry operation 
in a nearby community.” 

Right decision. Bill Welsch now 
feels the decision was the right one. 
Gross sales this year are expected to 
reach $500,000. Although it is too 
early to make an exact comparison 
before-and-after c&c, Welsch Lum- 
ber’s dollar volume has about doubled, 
even though the firm is no longer in 





the contracting business. The firm is 
operating with no additional personnel 
despite the increased volume. 

By opening up when he did, Welsch 
believes he staved off any serious 
threat of cash-and-carry competition 
from the Wickes yard which opened 
nearby. Last year Welsch Lumber op- 
erated as % c&c and % conven- 
tional yard. This year it is 90% c&c. 

“We find that 10% of our custom- 
ers still prefer to do business in a con- 
ventional way,” explains Welsch. 
They want to be billed at the end of the 
month and they are willing to pay 
special prices for this accommodation 
along with free delivery service.” 

Charge customers pay another set 
of prices, which are not advertised or 
listed in the store. These customers 
have a 30-day account service and pay 
%2% on the unpaid balance. This 
type of account is discouraged as much 
as possible. 


Diversify. Another Wisconsin deal- 
er, Roger Fish, in Middleton, near 
Madison, also has competition from 
Wickes. Starting his organization from 
scratch eight years ago, Fish has just 
moved onto an eight-acre tract with 
complete store and warehouse facili- 
ties, including a thriving component 
plant together with complete compo- 
nent buildings and a kitchen division. 

Appealing to contractors and home- 
owners with a full range of lines, one 
Fish slogan is “highest quality, finest 
service, low prices.” His sliding scale 
of discounts depends on delivery, 
quantity purchases and service de- 
manded by the customer. Fish acts as 
a distributor on major items and buys 
in truckload and carload lots. (See 
Oct. 9th issue for complete Fish story.) 

Still another big Wisconsin c&c plant 
is under way at the junction of U. S. 41 
and Highway 49 near Lomira, Wis. To 
be called Kindt Lumber Co., the new 


firm is backed by the O. H. Kindt Mfg. 
Co., a Milwaukee millwork manufac- 
turer; Albert Kindt, president. It will 
occupy a 23-acre site with about 
50,000 sq. ft. of storage and office 
under roof. 

South active. A rash of cash-and- 
carry yards, many of them operated 
by conventional dealers, have opened 
in the south. For example, Cash & 
Carry Building Materials, a subdivi- 
sion of West Lumber Co., a conven- 
tional operation with headquarters in 
Atlanta, opened a fifth c&c outlet last 
spring at Red Oak near Atlanta. 

“We are planning more c&c out- 
lets when proper locations can be 
found,” said president Charles J. West. 
He said that both his c&c chain and 
his two conventional yards in Atlanta 
and East Point, which sell largely to 
contractors and industrial firms, are 

Text continues on page 50. 
Pictures on next page. 
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New Cash-and-Carry Layout in Indiana 


Fort WAYNE, IND.—Canfield Lumber Co., one of the 
oldest cash-and-carry operations in the country, moved from 
an inefficient 3-acre location onto a 14-acre site last sum- 
mer. Some eight of the 14 acres are now used for a com- 
bination showroom-warehouse connected by a_ breeze- 
way; two umbrella sheds (160’x30’) and a covered ware- 
house (160’x110’). The showroom (60’x30’) is connected 
to the main warehouse (120’x240’) by a breezeway, which 
will be used as a bargain center and an excellent oppor- 
tunity to display overhead garage doors on both sides. 

The yard offers plenty of room for parking and for un- 
loading and maneuvering over-the-road carriers. Four lift 
trucks are used to move materials around the warehouses 


and yard. The 1,000-ft. rail spur leads to a loading dock, 
which can accommodate three cars simultaneously while 
providing weather-protected unloading facilities. 

C. V. Keairnes, president of Canfield Lumber Co., 
came to Ft. Wayne in 1941 as manager of Canfield Lum- 
ber, which at one time comprised a dozen cash-and-carry 
yards in the midwest and west. Since the death of Perry 
Canfield in 1959, these yards have been sold to individual 
managers or otherwise disposed of. 

The new showroom, one of the largest in any c&c op- 
eration, was designed by James N. Lindenberger & Asso- 
ciates, Inc., Chicago, architectural consultants to Building 
Materials Merchandiser. 
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CORPORATION 


Quality a at LOW, LOW Prices 
J pisos WELCOME 


CASTLE LUMBER CORP., a cash-and-carry in or N. Y., located on 26 acres, iden to be‘ ‘The World’ s ; teen: Fa A new 
Wickes yard opened 60 miles south of Castle's last month. 


C&C Trend Includes Giants and Small Yards 


TWO BIG C&C CHAINS with a concentration of yards in the south are Lowe's and Moore's. 
Both of their buildings shown below are in Roanoke, Va. The Moore's building is a general 
office for the chain; also combination store and warehouse. 
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SMALL DANVILLE, N. Y. YARD went c&c this past summer, announc- 
ing the new policy in a full-page advertisement. The cash-and-carry 
concept is concentrated in east and midwest. 


SMALL TOWN C&C, Welsh Lumber Co., Mokena, Ill., recently opened a remodeled showroom-warehouse (33,000 sq. ft.) de- 
signed by James N. Lindenberger & Associates, Inc. Conversion to cash policies has been a success, Welsch says. A few years ago 
Welsh had strictly rural business; now the yard has suburban homeowner trade, too. 
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the hot ones 
are from... 


fast- 
moving 


POWER 
TOOL 


| BRUSH 
ge deal 


Best profit news of the year!—Howard's 
Deal +34-B—a great new assortment 
of cup and wheel wire brushes. They 

fit ALL power tools. Quality-made 
in U.S.A. Unconditionally guaran- 
teed. FREE WHEEL BRUSHES plus 
display unit with each deal. 
Check your jobber salesman; 
write or ‘phone today for full 
details on this hot BONUS 
DEAL. 


Write for complete 
Howard Catalog 


=) HOWARD 
HARDWARE PRODUCTS, INC. 
260 Elizabeth Ave., 
Newark 8, N. J. 
Bigelow 2-2233 
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yielding a profitable sales volume. 

Which type of yard is more profit- 
able is a moot question, adds West. 

“Cash-and-carry is just another 
business with a different twist. It takes 
hard work to rack up regular profit.” 

Another southern dealer who is op- 
erating a dual operation profitably in 
separate locations is the Columbia 
Land Co., a veteran millwork and con- 
tractor dealer in Columbia, S. C. In 
1957 this firm opened a separate c&c 
department with “rock-bottom prices 
for buy-wise builders” to compete with 
the new, big Ross c&c outlet. When 
c&c sales mounted, president William 
L. Otis opened a completely separate 
c&c yard in July, 1960. The c&c sales 
are reported to top sales in the conven- 
tional yard, with a 16% gain for the 
first nine months of this year. New c&c 
branches will be considered if good lo- 
cations can be found. 

Carload buying. In Union City, 
Ga., dealer Ed M. Green said that his 
business is off 20% this year, due 
partly to the diversion of homeowner 


and handyman to c&c outlets. He is 
trying to meet this competition with 
more carload buying to meet c&c 
prices and sell customers simultane- 
ously on full-markup merchandise. 

Fraser Builders Supply, Inc., Dora- 
ville, Ga., has felt the effect of three 
nearby c&c outlets—Shuman Supply, 
Ross, also a West warehouse. To meet 
this competition, J. C. Fraser is offer- 
ing new services. His modern mill- 
work shop is turning out window and 
door units custom-made for homes 
and apartment buildings. 

“We precase window units inside 
and install window units in homes on 
a contracted-price basis,” said Fraser. 
About 90% of his business is with 
contractor customers and most of this 
is on credit terms. 

M. K. Puckett, manager, Brook- 
haven Supply Co., Atlanta, said his 
firm is trying to offer a wide product 
selection, deliveries, credit and home- 
owner advice as a means of meeting 
c&c competition. This year’s volume 
is about equal with 1960. About 75% 
of it is with homeowners. 

Construction loan money to their 
contractor customers has been an ef- 
fective method used by College Park 
Supply Co., also Atlanta, to hold their 
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TOP SELLER 


for over 25 years 


STICKS AND STAYS pijy 
t 
ae LA ATC, 


Big repeat seller because Dur- 
ham’s Rock Hard Water Putty 
works better—WON’T SHRINK. 
This plastic repair material in 
powder form makes lasting re- 
pairs in tile, wood or plaster. Can 
be molded, chiseled, sawed, 
painted, polished or colored. 
Powder keeps indefinitely. Nation- 
ally advertiseds Pays dealers a 
bigger profit. Packed twelve 1-lb. 
cans or six 4-lb. cans to case. 
Keep some of each on display. 
Also available in 25, 50 and 100- 
Ib. drums for industriai users. 
Order from your jobber. 


Manufactured by 


DONALD DURHAM CO. 


Box 804-B Des Moines 4, lowa 
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C&C Fights C&C 


Competition between cash-and-carry yards gets keener all the time. 
In some cases, it is like the merchandising battle waged across the street 
between Macy’s and Gimbel’s in New York City. 

This is true in Roanoke, Va., headquarters of Moore’s (“Wholesale 
to Everyone”) and Lowe’s (“Where Thousands Save Millions of Dol- 
lars”). The big Moore and Lowe cash-and-carry outlets lie within half a 
dozen miles of each other. Lowe’s was established in Roanoke first and 
Moore’s came in with their new combination general headquarters and 
attached store-warehouse last year. 

Moore’s opened their new layout with a big sale and newspaper splash. 
Lowe’s got wind of the upcoming sale prices in advance and broke si- 
multaneously with the Moore ad, offering lower prices on some appli- 
ances in a newspaper splash of their own. 

With the two Wickes yards within their trading area, Woodbury Lum- 
ber in upper New York state pulled no advertising punches when they 
went into cash-and-carry about a year ago. With obvious reference to 
Wickes, Woodbury Lumber took radio spots and small newspaper ads. 
One newspaper ad addressed to builders stated: “We guarantee our 
‘Cash & Carry’ prices to be as low as any in the area (including the 
Selkirk yard). Quality and service are tops as always.” 

One radio spot read: 

“I was visiting a friend of mine, who was remodeling his kitchen. . . 
doing it all himself. ‘Look,’ he says, ‘I saved money . . . a bundle. . . 
by carting these kitchen cabinets 60 miles.’ 

“Now, I hate to see a grown man cry, so I didn’t tell him he could 
have bought the very same kitchen cabinets right here at home at Wood- 
bury Lumber for the very same price he paid in the boondocks, but I 
did put him wise to Woodbury’s cash-and-carry plan. Friends, you posi- 
tively cannot buy for less anywhere else, so why burn gasoline and waste 
time traveling when everything you need in building is right here at 
Woodbury Lumber.” 

Although executives from both the Moore and Lowe outlets gra- 
ciously say “there is enough c&c business for everybody,” it appears 
certain that some will get more than others—and price alone will not 
always make the difference. 

All top-flight c&c operations constantly have contests going to improve 
the individual performance of salesmen. Every salesman has a daily and 
weekly quota and there are frequent and regular product and _ sales 
meetings for the purpose of more and better creative selling. 
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contractor business against c&c com- 
petition. Partner F. E. Hayes, Jr. said 
that 99% of their business is with 
contractors and this is 50% con- 
trolled by the firm’s construction loan 
funds. 

“Our sales volume is running about 
even with 1960, our best year in the 
last five,” declared Hayes. 

Another firm meeting c&c com- 
petition by installing a modern mill- 
work shop and broadening its lines is 
the Pattillo Lumber Co., Decatur. 
Consequently, the firm is enjoying 
“our best volume and profits yet,” 
reported manager Jack May. Hard- 
ware lines, in particular, have been 
broadened. 

May admits the loss of some busi- 
ness to c&c, but many of these cus- 
tomers are soon back, he says, dis- 
appointed with the quality of mate- 
rials and asking for open credit and 
prompt deliveries. 

Athens (Ga.) Lumber Co. operates 
both a conventional and c&c opera- 
tion under the same roof. At first, 
president John Bondurant operated a 
separate c&c sales office and ware- 
house, but the overhead was so costly 
that operations were consolidated in an 
enlarged building last year. 

The c&c side of the business is 
still only a small percentage of the 
firm’s volume, according to Bondur- 
ant, for three reasons: 

1. In this market few customers can buy 
for cash, especially the individual 
homebuilder. 

. Quoted prices to contractors have got- 
ten so close to c&c quotations that 
there is little difference. 

. Some builders wanted to pay cash on 
a weekly basis for convenience in han- 
dling purchase payments, so we offered 
to accumulate their tickets and let 
them pay on Friday. Failure to settle 
their accounts promptly resulted in 
bookkeeping confusion and expense 
that we couldn’t stand with c&c prices. 
The Athens firm offers two catalog 

prices on some materials—including a 

price on quantities that can be bought 

and sold in bulk. 

Clarke County Building Supply Co., 
the newest Athens conventional deal- 
er, reported the sales the best since the 
firm opened in April, 1959. Most of 
their sales are to contractors, who de- 
mand deliveries and require an open 
account. 

New Yorker’s story. New York state 
has witnessed many new c&c yard 
openings this year in small towns and 
metropolitan centers. “Rapid Ralph” 
Woodbury, who has four yards in up- 
per New York state and one in Bur- 
lington, Vt., opened his first c&c out- 
let last November and is now offering 
both credit and c&c in all yards. 

A sales analysis in his Schenectady 
yard, where greatest emphasis is on 
c&c, disclosed 71% of all sales were 
for cash the first year. He finds that 
customers don’t mind paying a deliv- 
ery charge because they figure they 
are getting such a good buy on mate- 
rials. 

“If you can get people to take their 
purchases with them, you have saved 
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more than 242%,” Woodbury says. 
“Rapid Ralph” has discontinued trad- 
ing stamps as a sales bonus. Quantity 
prices and cash-and-carry prices are 
established on all major items. 

With more emphasis on c&c, “Rap- 
id Ralph” has noted a big pickup in 
sales of roofing, ceiling tile, insula- 
tion and plasterboard. A lot of slow- 
moving items have been eliminated 
entirely; some sizes of insulation were 
dropped. The biggest sales volume in- 
crease has been noted in plywood. 

In addition to cash-and-carry, Wood- 
bury is also active in package sales 
with emphasis on kitchens and a low- 
cost home program. 


Services. While service dealers try 
to get cash business, some of the cash- 
and-carry yards are beginning to stress 
delivery and other services. Many c&c 
operators provide delivery at specified 
fees. Another approach is free deliv- 
ery for big orders; Nelson Lumber of 
Gurnee, Ill., for example, delivers free 
on all purchases over $200. 

One of the most complete manage- 
ment programs to compete with cash- 
and-carry competition, as well as new 
remodeling contractor competition, 
has been created by the Charleroi (Pa.) 
Supply Co., whose story is told on 
page 54. 





New ideas to make new profits! 
DEWALT 2-WAY PANEL SAW’ 


* Give custom-cut panel service, keep buyers 
from “shopping around.” 

* Balance inventory by precutting panels into 
‘““quick-sale”’ sizes. 

* Save manpower—one man cuts and handles 
panels in half the time. 

















Model 483-12 shown cross-cutting Formica 


Here’s the low-cost saw you need to save time 
and money cutting “new size” panels. Cuts are 
amazingly accurate, edges true and smooth. 
Mobile, it’s used in the mill or yard. So safe, 
unskilled help can run it. No need to lift or 
turn big panels. Uses 75% less floor space than 
table saws. Many more work-saving benefits! 
Choose from several models, priced from $287. 








Saw swivels instantly 
into rip operation 





Name. 


DEWALT, Inc., Dept. BM-1161A, Lancaster, Pa. 


(1 Send me full details on DeWalt Panel Saw 
(J Send me free, 16-page DeWalt catalog 


A Black 8 Decker Susi 








Address 





*U.S, Patent No. 2,833,320 City. 
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CLARY CORPORATION 





























MP RUUY 


$65,772,000 is the estimated profit value of door units that will be hung by 
carpenters during the next 12 months.* To you this figure represents 
potential profit that can be made through the Construction Automation 
method of fabricating pre-hung door units. Ready markets are waiting .. . 
builders prefer labor saving, time saving, pre-assembled door units. 

But builders want door units that fit, everytime! And Clary’s Construction 
‘Automation Equipment is the only. mechanical fabricating equipment 

that has the built-in ‘Compensating’ factor that guarantees accuracy to with- 
bot MBcottelltc Whe) as Me (1-40-1-MB beME1-(ol eMueseele) (ice Me (ole) am eli aml Qleyel-iautlesleye 
Automation Equipment fabricates quality units, even from materials of 

bb ehaatCmebteslsetyloyeMme-telemottecttet-tca Mm escesetes a00ttel-mact-lelale-tale) em 

Find out how other business men have already used Construction Automa- 
tion Equipment to cash in on this multi-million dollar market. 

Contact: Clary Corporation, Construction Automation Division, Box 562, 
Fort Worth, Texas. 


*all calculations based on national averages 


‘First name in Construction Automation” 








Cash-and-Carry—continuep 


(begins on page 44) 





4-Way Plan To Compete 
With Big Cash Yards 


Here's how progressive Pennsylvania dealer, with branches in towns of 
20,000, 10,000 and 3,500 people, is overcoming nearby cash-way com- 
petition and big-city remodeling specialists who invaded the company’s 


market: 


1 —Dual pricing system—pick-up or delivery. 


2—Revised purchasing methods. 


3—Conversion of 3-man branch yard to complete self-service, including 


lumber and bulk materials. 


4—New home improvement package selling, including planning, installa- 


tion and financing assistance. 











AmGTHER EWOOTLNE PROZECT BY 


CHARLEROI SUPPLY 


MANAGER LLOYD GREEN of Charleroi Supply holds new book which contains both 
pickup prices and delivered prices on each product and material sold by company. 
On wall is placard with ‘‘before-and-after'’ snapshots of a home modernized by 
dealer's new remodeling crew. Both the dual pricing system and the modernization 
contracting service has helped dealer to compete with new competition that has 
come to the area. 


CHARLEROI, PA. 
EALERS faced with cash-and- 
carry and new home remodeling 
competition can take heart in Char- 
leroi Supply. The firm has gained many 
advantages of cash business while re- 
taining the advantages of dependable 
service and quality products associated 
with the established hometown building 
materials retailer. 

Although Charleroi Supply is owned 
by the Dravo Corp., a major Pitts- 
burgh industrial company, it operates 
as a separate department of Dravo’s 
Keystone Division. Lloyd F. Green is 
manager, with three branch managers 
in Charleroi, Monessen and Bentley- 
ville, Pa. 

Recognizing the competition from 
major cash yards which arrived in the 
area several years ago, Green and his 
associates thoroughly analyzed cash 
selling and adopted a management pro- 
gram to compete and still earn a profit. 

Purchasing, pricing. “We determined 
that we must offer our contractor and 
consumer customers the same oppor- 
tunity to save money by picking up 
their own materials,” Green explained. 
“But we felt we also would have an 
advantage if we maintained our usual 
delivery service.” 

A dual pricing system was drawn 
up for every item in building materi- 
als and related products. A new price 

(continued on page 56) 
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ALUMINUM SIDING 





tock - 8" Horizontal White only 





8" Horizontal siding (12'-6" 1g/pe) 
Individual ovtside corners 
Outside corner Posts (10' a lg/pe) 
Inside corner (10'-0" 1g/pe 
Starter strip (10'-0" so 


Aluminum backers 


L Channel - 1" = (12'-0" 1g/pe) 


Under sill trim 


Alum. breather foil - (500 ft/rell) 


Alum. nails - 15" 
- 13" 


straight (550/box) 
spiral (550/box) 
straight (550/box) 


Caulking - white (1 gal. container) 
Syrene foam for backing 

Louvers (siding panel) - (6 ft. lgths.) 
Touch-up paint - white (12 oz. spray cans) 


Warehouse - To be sold for an individval job 
- Availability - 3 days from whse. 
- No returns 





8" Horizontal siding - (12'-6" 1g/pc) 
Sandalwood, french gray, satin yellow, 
ElDorado Coral, Willow Green 


Vertical siding - (10'-0" 1¢g/pc) 
Available in white & 5 colors above 


Double four siding - (12'6" 1g/pc) 
Available in white & 5 colors above 


Insulated horizontal siding - (12'-6" 1g/pc) 
Styrene foam attached to siding 
Available in white & 5 colors above 


Additional Accessories available from Warehouse 





L Channel - 5/8" (12=0" 1g/pe) 


J Channel - 5/8" 
1" 


Under sill trim = (12'-0" 1g/pc) 
Insulation Board for backing 
Flat coil stock - (104" x 50'-0" 1g) 
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28.90 /sq 


30.90 /sq 


33.90 /sq 


0.10 /ft 
0.10 /ft 
0.11 /ft 
0.12 /ft 
7.25 /sq 
0.30 /ft 


Deliver 
No trade disc. 


30.00 /sq 


33.50 /sq 


34.50 /sq 


36.50 /sq 


NOTE: Accessories are available in all colors and are the same price 
listed above for white. 


Pick-up & delivered prices are net - 2% (No Trade Discount) 


Stock material picked up at & delivered from Charleroi Branch, 
First Street and McKean only 











TYPICAL DUAL PRICING SHEET of Charleroi Supply. Note breakdown between ‘‘stock’’ and 
‘““warehouse’’ material. After analyzing cash yard operations, manager Green and his associ- 
ates now offer fewer styles and sizes from stock, but provide quick service on any item from 
nearby wholesalers. New lines such as aluminum siding have been added as a result of the 
firm's entry into packaged remodeling business. 
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LUMBER IS SORTED, STACKED AND IDENTIFIED ACCORDING TO SIZE at Bentleyville, Pa. yard. Note large numeral atop open 
shed, which indicates one of 14 areas in which materials and products are grouped. Smaller signs on posts identify lumber in 
the bins. 


Branch Yard in Town of 3,500 Switches to Self-Service 


The entire lumber and building materials yard and store 
of the Charleroi Supply Co. branch in Bentleyville is now 
geared for self-service pickup, as shown in these pictures. 

Since May of this year, 44% of all customers have 
served themselves, usually paying cash. 

The changeover was initially received with reluctance 
by many of the small-town people, but most customers 
now prefer the system, the manager reports. 

Self-service has two advantages: customers can save 
money because pickup prices are lower and the branch 
manager can use his time with customers who need serv- 
ice, creating big-ticket jobs. 


UNIQUE SALES METHOD for bulk items 
such as sand helps customers determine 
quantities. Sometimes a cusiomer will 
sneak extra heavy shovelsful—but the 
price takes this into account. 





4-Way Plan 


(begins on page 54) 





book clearly shows the price options, 
as illustrated with this article. Custom- 
ers pay from 10% to 18% more for 
delivery service, depending on the type 
and size of products. 

Although the word “cash” is not 
mentioned, Green said that in most 
cases people will pay cash if you 
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quote a pickup price. “We avoid the 
words ‘cash-and-carry’ because we feel 
they carry the wrong overtones,” he 
added. 

“When they have a choice, people 
often select the pickup price,” Green 
said. 

Because of the trend to pickup 
sales, all deliveries are made from the 
main yard at Charleroi. Formerly, 
each branch had trucks. 

“The branch manager now is free 
to concentrate on selling. He doesn’t 
need to worry about delivery,’ Green 


said. 

A change of purchasing procedures 
was also made after studying several 
cash-and-carry retail operations. “For- 
merly we were overstocked on too 
many styles and types of materials, 
paint, hardware, etc. Now we buy on- 
ly our best sellers in volume and we 
depend upon wholesalers to supply us 
promptly with all other items,” Green 
explained. 

This change has enabled the com- 
pany to maintain closer inventory 
control and to tie up sizeable capital 
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AE ith 
SELF-SHOVELER in Charleroi Supply's self-service branch. 
Sand, gravel, concrete block, brick, terra cotta pipe and sim- 
ilar materials are stored in the open. Conversion to pickup 


CUSTOMER PICKS UP CEMENT on a shopping trip to Charleroi 
Supply. Trunk full of materials indicates he has been around 
the ‘‘horseshoe”’ of yard layout and is about ready to drive 


idea was planned and executed by branch manager. 


YARDMAN BILL SMITH helps woman 
customer tie a length of metal down- 
spout to her automobile. Delivery service 
is available if needed. 


only in those sizes and styles which 
are in demand. 

“Pick-up price sheets are divided 
into “stock” items, which are available 
at the branch yards, and “warehouse” 
items which are available in three 
days from either the company’s main 
warehouse or a _ wholesaler’s ware- 
house. 

Self-service. To reduce operating 
costs and maintain competitive prices, 
the Charleroi Supply branch in Bent- 
leyville (pop., 3,500) was converted 
into a seif-service pickup yard last 








through checkout exit. 


CUSTOMER RINGS BELL at exit for checkout, after completing tour 
of 500’ horseshoe-shaped driveway. Only three men are needed 
to operate the yard, which has handled as many as 300 customers in 


one 2-day period. 


spring. 

Jack Shemasek, Bentleyville man- 
ager, proposed the change and con- 
verted the shed and store for this 
purpose without investing in new 
sheds or buildings. 

“Our yard is a typical small-town 
layout—a _ horse-shoe_ shape,” said 
Shemasek. “A customer goes in one 
way and exits another. We took the 
yard and broke it down into areas 
which number 1 to 14. Each area has 
a sign listing its materials and prod- 
ucts. Everything is self-service, includ- 
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ing sand and gravel, which is shoveled 
by the customer.” Any item which 
needs cutting or is too heavy for a 
customer is handled by the yard man. 
Customers stop in the office first 
for a sales slip. The clerk gives the 
customer a sales slip which is either 
charge or cash with one or more items 
listed. If the customer does not know 
what he wants, he is given a slip with 
his name and address, which is com- 

pleted at the checkout point. 
Customers then go to the designated 
(continued on page 58) 
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4-Way Plan 


(begins on page 54) 





self-service bins, drive around the 
“U”-shaped yard to the exit, where 
there is an overhead red blinker and 
a sign telling the customer to ring for 
checkout. The buzzer is heard in the 
showroom, but usually the customer 
is checked out by a yardman who is 
located in the shop adjacent to the 
checkout point. 

“Because we now have no trucks 
(deliveries are made from the distribu- 
tion yard in Charleroi), the drives are 
open for customer cars and trucks,” 
Shemasek explained. 

The branch receives deliveries for 
the self-service bins by truck daily 
from the distribution yard. 

“To control our stock and give the 
dispatcher time to send our stock, we 
use a minimum and maximum type 
of stock control at the branch,” She- 
masek said. “For example, on 2x4-8s, 
we carry a maximum of 600 pieces 
and a minimum of 300 pieces. When 
we order 300 2x4-8s, the dispatcher 
at the distribution yard knows that 
we still have 300 pieces on hand. This 
gives him time to replenish our stock 
without special deliveries.” 

After only five months with the new 
self-service system, almost half of the 
Bentleyville customers now haul their 
own materials. Manager Shemasek 


counted 7,258 customers in the yard 
and store from May 8 to September 
23. Of these, 3,171 served them- 
selves! 

As many as 300 persons have been 
handled in a 2-day period by the 3- 
man staff. Annual sales this year at 
the branch are estimated to reach 
$200,000. 

“After six months, I feel self-serv- 
ice is an asset to our business. It can 
work in a small community. It allows 
us to work with the customer who 
really needs help and this leads to larg- 
er sales,” Shemasek concluded. 

Packages. The extra time for crea- 
tive selling mentioned by the Bentley- 
ville manager is used to develop pack- 
age home improvements—materials 
and installation. 

A home modernization department, 
headed by Lester W. Beazell, was or- 
ganized last January. He is assisted 
by a 3-man crew, all veteran employ- 
es of Charleroi Supply. 

The new department offers plan- 
ning, estimating and construction serv- 
ices, as well as assistance in arranging 
financing. The service was created 
after several remodeling specialty 
companies from Pittsburgh set up of- 
fices in the towns served by Charleroi 
Supply. 

Packages include kitchens, recrea- 
tion rooms, bathrooms, porches, gar- 
ages, attics, siding and roofing, as well 
as storm doors and windows, plumb- 
ing and other small projects. 

The modernization offices are in 


BRANCH MANAGER Jack Shemasek ex- 
plains dual-price estimate with contrac- 
tor in his Bentleyville, Pa. store. 


Charleroi, but the packages are also 
merchandised in the Bentleyville and 
Monessen branches. 

“Packaged service is another way 
to compete with cash-and-carry com- 
petition,” manager Green said. 

Advertising. With the change to 
pickup, self-service and the introduc- 
tion of contracting service for home 
improvements, the company is steadily 
increasing its consumer advertising. 

Billboards are now used and news- 
paper ads now feature priced mer- 
chandise as well as promotion for the 
package remodeling department. 

“All of these moves are putting into 
practice the lessons we have learned 
from Building Materials Merchandiser 
and Art Hood’s management work- 
shops,” added Green. 





ot 
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ALL THIS 


Beautiful Kitchens * Greater Versatility 
Most Competitive Price 
Outstanding Value 


Introducing the newest addition 
to the L-CO Line, French Pro- 
vincial Cabinets using Genuine 
Cherry. The Provincial effect is 
a component part of the door and 
drawer and no mouldings are 
used. It has the luxurious furni- 
ture finish and yet is competitive- 
ly priced. Definitely something 
different and striking. 


Write for catalog F-21 
Excellent Franchises 
Available 


CABINET CORPORATION 
SHAMOKIN, PA. 


Circle No. 28 on Handy Cover 
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plus values __. 


eres 


hardboard = - 





“We consider these 6 POINTS pay us big plus 
dividends in selling American-Made Hardboard” 


1. “First there is the problem 4. ‘In our kind of serve-your- 
of time. | can pick up the phone self retailing the customers 
and get a car at once if | have have to be largely pre-sold. 
to. We can plan our inventory National promotion plus Cen- 
investment and storage space tral’s own advertising provides 
more efficiently. a merchandising push not pro- 

vided by foreign manufacturers. 


2. ‘‘We know the American 

producers are aware of market 5. “Only American hardboard 
changes and new product appii- manufacturers give us a full 
cations so that in the future as and complete line of products 
they have in the past they will such as textured wood grain 
develop, test and introduce new and siding which are one 
items which will add to our im- much interest and are big vol- 
portance to our customers and ume items with us. 

increase our volume sales. 


6. “And most important is 
3. ‘‘The manufacturer is right service. The factory representa- 
here and stands behind what tive gives me real heilp—goes 
he sells. This is important in through my inventory and pro- 
bringing customers back, as vides technical assistance to 
any problems are taken care of. my commercial customers.” 


PLUS VALUES OF QUALITY, SERVICE AND SUPPORT 
assured by these leading producers 


Abitibi Corporation, Detroit, Mic! Georgia-Pacific Corporation, Portland, Ore 
Bowater Board Company, Catawba ( Masonite Corporation, Chicago, III 

Edward Hines Lumber Company, Chicag Nu-Ply Corporation, Bimidji, Minn 

Evans Products Company, Corval! re Superwood Corporation, Duluth, Minn 

Forest Fiber Products Company, Forest Grove, Or United States Gypsum Company, Chicago, III 


Weyerhaeuser Company, Tacoma, Wash 
AMERICAN MADE 
plus-value 
HARDBOARD 
a at — 


AMERICAN HARDBOARD ASSOCIATION § eee unit Sales 


Help Kit 


205 West Wacker, Chicago, Illinois pers * “Plus Values For 
. 4 More Profit” 
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Cash-and-Carry Exclusive 





THIS SIGN WILL BE SEEN over 
40 Wickes cash-and-carry yards 
in 15 states from coast-to-coast 
by the end of 1962. Wickes 
currently has 27 yards and 
plans a 13-yard expansion 
program next year, including 
outlets for the first time in Tex- 
as and California. 


WICKES EXPANSION PLANS 


Five yards in Texas and three in California will be opened 
by nation's biggest cash-and-carry chain as part of 13- 
yard development program for 1962. Wickes schedule 
calls for 40 yards operating coast-to-coast in 15 states by 


end of next year. 


Steady expansion of Plumbing, Heating and Electrical Di- 
vision also planned as companion to Lumber Division. 


Wickes sales and profits set new record in fiscal year 
1961. Merchandising Division (Lumber, P.H.&E.) sales ex- 
ceeded $62 million. Corporation's total sales reached 
$113,892,527, a new high. 


HE WICKES CORP., which op- 

erates the biggest cash-and-carry 
chain of lumberyards (27) in the coun- 
try, will move into California and Tex- 
as for the first time next year. 

Wickes will open five yards in Texas 
and three in California as part of a 
13-yard expansion program projected 
for 1962. Two new yards will be 
opened in Kentucky and one each in 
Connecticut, Pennsylvania and Vir- 
ginia. By the end of 1962, Wickes will 
have 40 cash-and-carry outlets coast- 
to-coast. 

News of the big expansion was 
learned by Building Materials Mer- 
chandiser and confirmed by Richard 
V. Wolohan, divisional president of 
Wickes Lumber Co. and Wickes 
Plumbing, Electrical and Heating Co., 
a companion division established this 
year. 

Simultaneously, Wickes revealed 
for the first time the percentage of 
annual dollar volume in their lumber 
and P. H. & E. divisions in relation to 
the corporation’s total sales. 

A spokesman for Wickes gave the 
breakdown as follows: merchandising 
division (lumber and P.H.&E.), 55%; 
agricultural division, 30%; manufac- 
turing division, 15%. The Wickes 
Corp. has eight domestic divisions 
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and two overseas operations. 

On the basis of total corporation 
sales ($113,892,527) for the fiscal year 
1961, the merchandising division ac- 
counted for $62,640,600. 

The Wickes Corp. established new 
sales and profit records this past year, 
president H. R. Wickes reported in a 
letter to stockholders, a part of its 
107th annual report. Total sales of 
$113,892,527 was an increase of $10,- 
039,826 or 9.67% over the fiscal year 
1960. 

“A significant portion of this in- 
crease,” said president Wickes, “was 
derived from the expanded volume in 
the merchandising of lumber and 
building supplies.” 

Earnings per share in 1961 were 
$2.15 compared with $1.67 for the 
previous year, an increase of 28.74%. 
Cash dividends paid totaled $1,339,- 
243. Net income for the year was 
$3,844,844. 

“The step out to California will sur- 
prise a great number of people,” said 
a Wickes executive. “They will figure 
we are a long way from home plate.” 

One interesting sidelight of the 
Wickes expansion is the step directly 
into market areas in which Moore’s, 
another big c&c chain, is also active. 
Moore’s has yards in Petersburg, Va., 


also near Hartford, Conn. Wickes will 
open in Petersburg and within 10 
miles of Moore’s yard in Connecticut. 

Exact locations of new Wickes out- 
lets next year are: California: Salida, 
near Modesto, about 20 miles from 
Stockton and 75 miles from San Fran- 
cisco; Ontario, near San Bernardino, 
about 60 miles from Los Angeles; 
Fowler, near Fresno, in the heart of 
the San Joaquin Valley. 

Texas: Alvin, midway between Gal- 
veston and Houston; Georgetown, 
near Austin; Grapevine, near Dallas- 
Ft. Worth; New Braunfels, near San 
Antonio; Tyler, about 100 miles west 
of Shreveport, La.; Connecticut: 
Windsor Locks, midway between Hart- 
ford, Conn. and Springfield, Mass.; 
Kentucky: Franklin, about 60 miles 
from Nashville, Tenn.; Shelbyville, 
midway between Louisville and Lex- 
ington; Pennsylvania: Northumberland, 
between Williamsport and Harrisburg; 
Virginia: Petersburg. 

Wickes is rapidly expanding its 
P.H.&E. Division to all outlets. 
Eighteen yards currently have P.H.&E. 
departments. Separate showrooms for 
the lumber and P.H.&E. divisions are 
being established in the new yards while 
the older showrooms are being divided 
into two areas with separate service 
counters and personnel for each. 

Wickes now supplies ail construc- 
tion materials needed by the builder 
and homeowner with the exception of 
masonry products. 

Wickes 27 yards now in operation 
are: Illinois: Galesburg, Breese, Farm- 
er City and Plainfield; Indiana: El- 
wood, Bloomfield; Maryland: Fred- 
erick; Michigan: Birch Run, Davison, 
Hemlock, Kalamazoo, Milan, Auburn 
and Gaylord; Minnesota: Owatonna; 
New Jersey: Swedesboro; New York: 
Le Roy, Selkirk and Waterville; Ohio: 
Newcomerstown, Norwalk, New Mil- 
ford® and Springfield; Pennsylvania: 
Ephrata and Saegertown; Wisconsin: 
Elkhorn and Forest Junction. 
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ERUG/ 


shown at 


Detroit Paint Show, November 18-20, Booth 362-4 


HATS DIFFERENT 
PANT MASTERS 
SELF SERUCE 


CARRIES COMPLETE Ne 
KACK LISIAY? | 


NOW-DUPLICATING 
ASSOKTM: 


EAT 
WITHOUT EXCESS 
MWIENTORY 
CONSOL — 


PANTMASTER, AUS. 
FROME 


JMPULSE -BUYING. 
THEYVE GOT- 

LYE APPEAL — 
LLY APPEAL? 


MOST BEAUIPUL 
BRUSH KACKS 
EVER MADE— 

A SIZE RACK 
FOR EVEKY 
S70 


PAN TMASIER 
ASSURES YOUR 
CUSTOMEE 


SELECTION 


PAM MAGER 


CORRECT BRUSH 






WAKKAVIEE CARD TH, 
FURY BRU, 


PAN IASTER. 
PRESENTS THE 
KIGHT BRUSH 
FOR FVERY 


SELL 
MIE PEUBHES 
WASTE 
TUNE, 

WH HIGHER 


PAINT MASTER WARRANTEED BRUSHES, a division of Manhattan Brush Co.,Inc., mfrs. of private brands for over 40 years +42 W. 18th St. N.Y. 11 
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Cash -and- Carry == CONTINUED — (begins on page 44) 





CONSTRUCTION LUMBER DOORS 

C&C DEL C&C DEL 
Furring Strip ... “2a¢ 3¢ Lft. Louvre Doors.... from 7,50 8.33 
Attic Flooring ... 4¢ 43¢ Lft. Front Doors ....from 18,00 20, 00 
7 Footers .-. 39¢ 42¢ each Garage Doors....from 52,44 54,44 
8 Footers ... 54¢ 59¢ each Side Doors ....from 12,68 14,08 
7 Footers ~e- 59¢ 63¢ each Folding Doors....from 8.88 9, 88 
8 Footers ... 72¢ 76¢ each Bar Room Doors from 8, 88 9.98 
Flush Doors ....from 5. 33 6.35 
CONSTRUCTION LUMBER also in STOCK Irregulars soeettom 2,30 4,14 
2x2-2x3 - 2x4 - 2x6 - Storm Door w/screen" 13,88 14,88 
2x8 - 2x10 - 2x12 Sliding Door -irr.from 8,88 11.88 

' Sheathing and Roofing Boards (2 doors-track-rollers-guides-pulls) 








SHEETROCK THE DECORATORS DEN 





° jus? ee 1,44 each Carved Cornices 
; 1,40 1,68 each Readymade Redwood Shelves, , from 
sis - 1,60 1,92 each Custom Radiator Covers. ... from 
oe eee 1,80 2,16 each Wood Filigree Room Dividers from 
eee 2,00 2,40 each Movable Shutterettes so ©  S8OmM 
Handyman, . . 60 -65 each Glamorous Shelf Brackets. . . from 
(White-Black-Gold-Copper ea, Bkt. 
WOODGRAINED - looks like wood, nail it Pre-lacquered, pre-cut Shelves from 
and the job is complete - no decorating... (in birch-walnut-cherry-mahogany) 
SET bn deme do: RO 3.08 each Louvered Cabinet Doors . ... from 
O26 <.aim's- 3.250. See 3.52 each Superb Collection Of - 
Knobs - Pulls - Plates .... from 44 
SPUN ROCKWOOL INSULATION (copper-brass-chrome-wrought iron) 
It''s free (almost), the first few years Fuel Modern Brass Door Locks for 
savings will pay for it... entrance, bedroom, bathetc. from 2,22 





Full Attic Thick 50 sq.ft. 3.55 3,75 bag WOOD FINISHING DEPARTMENT 
Aluminum Foil Enclosed - 
(full thick - 50 sq.ft.) 5.15 5,50 bag Weldwood Liquid Wax 
Loose Pouring Wool - Satinlac 
(covers 25 sq. ft.)..... 1,85 1,65 bag 

Mica Pellets . 2,13 bag Fabulon 

Basement Insulation sq.ft. .03 . 04 Pryme eT Oe ee i 
Lacquer Thinners,... . 25 

FINE FLOORING Wash Off Paint Remover. ... 1,44 qt. 

For new, or over old floors... Fine wood Glue for every purpose from 59 

floors are still the hallmark of elegance... Shellac . 4.13 gal. 
Varnish 4.55 gal. 

Golden Pine Attic special 15$¢ 17¢ sq. ft. Dineene Oli 2.5.45 . 87 qt. 

Southern Oak 17¢ 19¢ sq. ft. Cold Water Wall Size ...... . 38 lb, 

Parquet Blocks ... 63¢ 66¢ sq. ft. 

Ranch, Pegged Planks .. 48¢  52¢ sq. ft. These FREE Plans & Show-How BOOKLETS 

Porch Type 26¢ sq.ft. - ARE available - How to build; a basement, 

Attic... How to put up Ceiling Tile... How 

YES, WE DO SMALL HOME REPAIRS to Insulate... Kitchen Ideas, Garage Storage. 

FREE ESTIMATES Many, many others. 


Fleldstone 7-610 VILLAGE LUMBER —gesisd argo rnester 





























Dual Pricing Used by Suburban Yard 


ELMONT, N. Y. Village Lumber sponsors do-it-your schools. The firm 
LEARLY DEFINED prices for cash-and-carry or de- also has a complete home improvement contracting service 
livery speed service to the suburban homeowner trade and advertises these services in its price sheets. 


of Village Lumber Co. here. Electrical, tool and plumbing items in the bulletins have 

A typical price sheet from Village is reproduced above. a single price, whether delivered or not. But other spe- 
Note that all products are sold in sizes and described in cialties do carry dual prices—patching plaster, metal arches, 
terms which the handyman can understand—7’ 2x3s on aluminum guttering, laminated plastic sheets, kitchen hoods, 
a per piece price, for example. Roofing is promoted by cellar doors, plywood platforms for toy trains, paneling, 
the bundle. sand, etc. 
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DEAIERS...A SURE WIN WITH Seecec/e> CIOGET UNING 


Play your cards right and you will win... 
higher sales and profits . . . with Closet Lining 
and Shelving by SUPERCEDAR. 

Closets lined with Aromatic Red Cedar appeal 
to homebuyers, add value to any home, yet 

SHELVING cost less than conventional closets. Available 

in five face widths in 4 and 8 foot bundles... 
tongue and grooved and end matched ... 
Brown’s SUPERCEDAR is the trump card in 
your building materials line. 

Write today for complete information. 


eorge rown & Company 
reensboro, North Carolina 

BROWN ES 

no COMPAN Y ine Please send me your folder on Brown's SUPERCEDAR 


Co — a — 


ADDRESS 





CLOSET LINING cily STATE acme 
GREENSBORO N C ‘Finer Products From Cedar Since 1886 
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THE DIFFERENCE 
IN 
IS OBVIOUS, TOO 


Your customers know Red Brand” because b ut do they 


they’re constantly hearing about it and/or 


seeing it on radio, TV and in farm buy it ? 
magazines. They like Red Brand because 
glad you asked 


it resists rust longer (Galvannealing does it). 


Red Brand” Fence « Red Brand Barbed Wire + Red Top” Steel Posts « Nails - 
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Red Brand is the best-selling fence @ in the six top corn producing states @ in 293 
leading cattle and hog producing counties @ in 561 top corn producing counties @ in 
266 of the leading 300 hog producing counties @ and in six of the seven top hog-pro- 
ducing states. You might as well sell the best brand of fence, especially when it’s the 
best seller, too. That’s Red Brand. Everyone knows it. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria, Illinois 
Baler Wire * Non-Climbable Fence + Keyline” Poultry Netting - Gates 
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Staff Report No. 2 


SHELL HOMES 


Some dealers sell materials to shell home builders. Others are 
adopting DSC (Dealer Sales Control) to get profits from materials, 
finance, shell erection and sale of do-it-yourself finish packages. 
Shells are primarily sold through highway models. An outstanding 
example is the 1-1/2-mile Shell House Row in Little Rock, Ark., 
pictured on these pages. 








SOUTHERN HOME BUILDERS, Inc. main- 
tains four models but offers 16 package 
homes priced from $1,795 to $3,995. 


| UNITED-BILT HOMES, Inc. shows four models and offers many de- 
signs priced from $1,795 to $3,195. 











ARKANSAS SHELL HOMES, Inc. maintains three mod- 
els but offers many designs including custom-built 
shells. Prices range from $1,795 through $8,000. 


t- . - -- > : : Ee ‘ + * ; at *. tg, ~ - 
‘ ly, Si Fe 


IEH displays shell models in four stages: 1, shell stage; 2, shell, plus the material package to finish; 3, livable shell, including 
plumbing and wiring with gypsum board hung and cabinets installed; and 4, a finished shell home. 


BETTER BUILT HOMES has four shell models and many designs available ranging in price 
from $1,495 up. All of its homes are completely finished on the outside. 


JIM WALTER customers view four models, 
but may choose from more than 50 de- 
signs or submit plans of their own. Prices 
range from $1,495 to $3,995. Lumber 
for each of its shells is purchased locally. 


Turn page for facts on shell sales and 
distribution in Little Rock’s Shell House Row. . . 





Shell Homes 
(begins on page 66) 


U-FINISH HOMES, Inc. has three models and many 
designs along Little Rock's Shell House Row, ranging 
in price from $2,095 to $3,845. Buyers are given 
choice of paint colors and roofing colors. 


How Dealers 


LITTLE ROCK, ARK. 

TREAMS OF VISITORS wend 

their way 24 hours a day along 
“shell house row” and end up buying 
hundreds of the low-cost homes each 
month. They are attracted by 26 well- 
kept models maintained by seven com- 
petitors who operate side by side in a 
single row facing a new expressway 
on the fringe of the city. 

A majority of the shell home buy- 
ers are people who might never own 
homes if it weren’t for the shells and 
their finance plans. Some are retired 
couples with little money to invest in a 
home; others are “vacation home” 
buyers. They make their choices from 
over 1'2 miles of smartly-styled mod- 
els. 

First tenant in “shell house row” 
was Southern Home Builders, Inc., 
which began to set up models in May, 
1958. The firm builds in Arkansas 
and eastern Oklahoma and buys all of 
its building materials from lumber 
dealers on a local level. 

Mechanics Lbr. Co., North Little 
Rock, is Southern Home’s principal 
local supplier of building materials. 

“We've been selling 40 shell houses 
a month and our sales are still climb- 
ing,” said executive vice-president 
Travis McCoy, Southern Home. 

Newest tenant in “shell house row” 
is the Institute for Essential Housing, 
a division of Certain-teed Products 
Corp. 

Asher Ave. Bldg. Supplies, Inc., 
Little Rock, is the franchised dealer 
in this area for the Institute for Es- 
sential Housing. 

The IEH models on “shell house 
row” were opened to the public last 
May and 76 IEH homes were sold 
within two months. As this issue goes 
to press, it is reported that around 
200 IEH homes are being sold na- 
tionally each week. 

United Bidg. 
Shreveport, La 
building materials 
Bilt Homes, Inc. 


Supply Co., Inc., 
furnishes all of the 
used by United- 


68 


“Sometimes the materials for a 
single house are too big for one de- 
livery via truck and we must supple- 
ment the shortages with purchases 
from lumber dealers on a local level,” 
said branch manager Ed Brister, Unit- 
ed-Bilt. 

His Little Rock branch builds over 
25 homes each month. His firm is 
building in excess of 100 homes a 
month in Arkansas, Louisiana, east- 
ern Texas and eastern Oklahoma. 

J. R. Grobmyer Lbr. Co., Little 
Rock, supplies all of the lumber for 
each shell house bought through Jim 
Walter’s local branch. 

Grobmyer Lbr. makes the delivery 
via truck to job sites in sections of 
Arkansas, Mississippi, Tennessee and 
Oklahoma. 

The vast Jim Walter Corp. has 
built more than 75,000 homes since 
it was established 15 years ago in 
Tampa, Fla. Yearly production of 
its homes in 1960 totaled 17,600 and 
is expected to be much higher in 1961. 

Johnny Castle, manager, Jim Wal- 
ter’s Little Rock branch, reports, “Our 
shell house sales are still growing.” 

Arkmo-Keys Supply Co., North 
Little Rock, is U-Finish Homes’ part- 
ly-owned local supplier of building 
materials. 

Shell home buyers learn the aver- 
age time required to build a U-Finish 
home on their own lots is 15 days 
from the time the sale is made. 

“Our U-Finish home sales are in- 
creasing steadily,” said branch man- 
ager Arnold A. Malham. 

Better Built Homes buys some of 
its building materials locally from 
Arkmo-Keys Supply. Average sale 
of a Better Built home, which is com- 
pletely finished on the outside, runs 
around $3,000. 

“Better Built has an expansion pro- 
gram under way which calls for a 
whopping sale of 100 shell homes a 
month to buyers in Arkansas, eastern 
Oklahoma and southern Texas,” said 
regional manager Harry Hiner. 


Profit from Little Rock's “Shell House Row’ 


Long-Bell Div., International Paper 
Co., Little Rock, has been supplying 
materials packages to Arkansas Shell 
Homes since Sept., 1960. The homes 
are built on customers’ lots anywhere 
in the state. 

“Prompt service is the key to suc- 
cess in selling materials to a shell 
home builder,” finds manager R. H. 
Boshears, Long-Bell Div. in this city. 
“Within four hours after we receive 
an order, the shell package is loaded 
onto a truck and is on its way to the 
job site,” he pointed out. 

Long-Bell uses its own trucks to 
transport the materials free of charge 
to job sites within a 50-mile radius. 
“Average loaded-mile delivery is 40 
miles,” said Boshears. 

“We started out by supplying 10 
materials packages a month to the 
shell builder,” Boshears explained. 
“This has been upped to 20 shell 
packages a month and it looks like it 
will be 30 before too long. 

“One shell house builder and the 
equipment necessary to handle the 
service involved is about all we can 
handle at present,” Boshears continued. 
“Our services to him include an es- 
timate and material take-off; special- 
ized bookkeeping for each shell pack- 
age; free delivery of materials pack- 
age to the job site if it is within a 
radius of 50 miles, and the mainte- 
nance of a tractor and trailer for the 
delivery of the shell package.” 

“The biggest advantage in selling 
materials to a shell home builder is 
that it takes only one delivery to serv- 
ice a shell house job,” said Boshears. 

The builder pays Long-Bell for the 
shell house materials as soon as it is 
built, which is usually within 30 days 
of job-site delivery. 

“It’s a highly competitive business 
both service-wise and _pricing-wise,” 
Boshears pointed out. “In fact, there’s 
so much competition around here 
among shell builders that in some cases 
they’ve undercut their competitors’ 
prices or offered extras to attract 

(continued on page 70) 
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“CERTAIN-TEED SEALDON SHINGLES DEFIED THE FURY 
OF THE WORST STORM IN 50 YEARS...as Carla’s 130 
mile winds battered Galveston”, says W. E. Evans, Evans 
and Sweeten, Custom Builders. “No greater proof of product 
performance could have been shown than to 
see shingles installed only 3 weeks before re- 
sist these hurricane winds and remain safely = “q=-2—= 4, 
sealed to the roof on my own house.” Certain- —Sgm 


teed Products Corporation, Ardmore / Pa. the United States 
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Shell House Row 
(begins on page 68) 





buyers, even to the point of hurting 
their own profit-picture,” he concluded. 

Custom-built shells. Arkansas Shell 
Homes, Inc. maintains its own draft- 
ing department. “Eighty-five per cent 
of our sales are to buyers who want 
custom-designed shells,” said vice 
president Mack Kellum. 

“We operate on a know-where-you- 
are-at basis at all times,” he added. 
“We have only two bills to pay on 
each shell house. One is to Long-Bell 
for the materials. The other bill is paid 
to the shell house contractor-builder 
who works on a fixed price of 50¢ per 
square foot in the total house area 
plus 35¢ per square foot for a carport 
or porch area,” he explained. 


Kellum disavowed any risk of de- 
faults by buyers. “To date, we have 
not had a single shell home repos- 
session,” he said. 

Arkansas Shell Homes plumps it 
sales with the help of salesmen who 
are paid on a straight 3% commission 
basis. The salesmen find their firm’s 
catchy slogan of “Every House Is a 
Shell at One Stage or Another” high- 
ly useful in offsetting an occasional 
dislike voiced by a buyer for the term 
“shell house.” 

Profit picture. One of the builders 
in “shell house row” told BMM’s re- 
porter that he strives for a 30% gross 
profit on each house. A lumber deal- 
er supplying materials for one of the 
shell builders said his net profit on 
each shell package averages 5%. 

There was- general agreement 
among the shell builders that consum- 


er financing is the dominating reason 
behind their spurting sales record. 
First, the shell packages are low- 
priced, ranging from about $1,500 to 
over $8,000. Secondly, there is 100% 
financing for the shell, finish materi- 
als and closing costs. If the buyer 
owns his lot free and clear, he needs 
no cash to purchase a home. In most 
cases, they require only that the buyer 
own his lot and have a steady source 
of income to cover the low payments. 

Promotion. Most of the builders 
utilize local radio and television spot 
announcements along with newspaper 
advertisements to attract visitors to 
their models in “shell house row.” 

“Best thing about this,” said one 
builder, “is that any advertisement by 
one of us also pulls customers to all 
our doorsteps and thus all of us are 
benefitted by it.” 


New Shell Home Developments 


A special report on “New Facts - 
About Shell and Low-Cost Hous- 
ing,” published in BMM'’s July 
17th issue, revealed how scores of 
dealers around the country are 
tapping the low-cost home market. 

More than 100 builders, mort- 
gage finance men, building materi- 
als manufacturers and government 
housing officials participated in a 
recent “Shell Housing Study” con- 
ducted by the National Assn. of 
Home Builders at the National 
Housing Center in Washington, 
D.C. BMM carried a detailed re- 
port of this session in the July 
31st issue. Both the July 17th and 
July 31st issues are available at 
50¢ a copy. 

Since last summer, there has 
been an accelerated growth of new 
developments in the shell home 
field: 


¢ The shell market is now creat- 
ing some truly “national” home 
sales companies. Jim Walter Corp. 
of Tampa now sells in 26 states 
U. S. Shell Homes of Jacksonville 
has 33 sales offices in 14 states. 
The Institute for Essential Hous- 
ing, sales arm for franchised deal- 
ers, has expanded to the west coast. 


* Prefabricated components are 
edging into the shell field, led by 
Shellcraft, division of Crawford 
Corp., prominent home manufac- 
turer with headquarters in Baton 
Rouge, La. Another example is a 
new sheli house production line in 
Philadelphia for Hilco Homes, 
Inc., an outgrowth of Hilco Lum- 
ber Co. Also, Johns-Manville Flex- 
Ponent prebuilt wall components 
are being used in a Missouri field 
test for shell homes. 


* A “Low-Cost Housing Plan” 
has been developed by a 20-man 
committee of the West Virginia 
Lumber & Builders’ Supply Deal- 
ers’ Assn. to enable its dealer 


AN EXPANDABLE HOUSE recently introduced by The Huttig Sash 
& Door Co., a manufacturer and wholesale distributor of millwork 
in 18 states with headquarters in St. Louis, marks its entry into the 
shell house field. The ‘‘Huttig Homes'’ are available in several 
basic designs, each planned for future expansion by adding a 
room. A shell home buyer may include the cost of any later addi- 
tions into his original unpaid balance and secure the additions with 
a small increase in his monthly payment, which may be as low as 
$39.95 with his lot. ‘‘Huttig Homes’’ will be sold by franchised 
lumber dealers. They will be offered as basic shells, with additional 
materials packages to finish, or as completed homes. 


members to gain their share of the 
shell market, reports executive sec- 
retary W. B. Parrish. A planning 
committee has designed a group of 
small houses that can be con- 
structed as shell and/or finished 
homes. Four dealer members are 
already offering such houses. 


¢ A new $200 million financing 
plan to vastly expand the fast- 
growing shell home industry is an- 
nounced by United Acceptance 
Corp., 407 Lincoln Road, Miami 
Beach. Under the firm’s mortgage 


purchase plan, a shell home deater 
sells a home to a person who owns 
his own lot and erects it on the lot. 
The dealer then takes a mortgage 
with the lot and home as collateral. 
United Acceptance then buys the 
mortgage from the dealer. 


¢ A few mass builders are selling 
shells. Example is Florida’s Pearce- 
Uible Co. 

¢ With the new competition for 
this market, interest rates for shell 
financing will probably be reducea. 
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MAKE THIS RESOLUTION: WHATEVER 
| ELSE YOU MAY SEE, HEAR, THINK OR 


BELIEVE ABOUT ALUMINUM COMBINATION 
STORM & SCREEN DOORS FOR 1962... DON’T 
(i) MAKE A MOVE 'TIL YOU'VE SEEN & PRICED 
Diy) THE ALL NEW FEATHER-LITE LINE. ALL 
‘}) NEW DESIGNS! ALL NEW FEATURES! ALL 
NEW BUYER APPEAL IN EVERY DOOR! AND 
BEHIND EVERY DOOR IS FEATHER-LITE’S 
| POWERHOUSE OF SELLING TOOLS TO GUIDE 
YOU EVERY STEP OF THE WAY. YOUR 
HAPPY NEW YEAR STARTS WHEN YOU FILL 
IN THE COUPON BELOW. (AND IT LASTS 
LONG AFTER JAN. 1ST.) SO WHY WAIT? 


tnt Feather-lite 
i | enue COMPANY 


























21000 HUBBELL - DETROIT 37, MICHIGAN - LI 8-3400 


¢ Detroit 37, Mich. + LI 8-3400 


MAR I want a Happy New Year with Feather-lite. Rush me the 
1 fm all NEW facts on the all NEW 1962 line. BMa-11-69 





| MY NAME 
COMPANY NAME 


| ADDRESS PHONE NO 





CITY ZONE STATE 


[] tam a Jobber [_] | AM A WHOLESALER 


Givi 3 Slvl SHLOO@ ‘MOHS SHYN FHL LY AVTdSIG 3LIT-WSHLV34 FHL 33S 











| 
| 





November 6, 1961, BUILDING MATERIALS MERCHANDISER (American Lumberman) Circle No. 36 on Handy Cover Card 





Staff Report No. 3 





COMPONENTS 


Trusses, Wall Panels Now Common; Here are New Ideas 


— 


Se ia at ante NE aw: = “ re Se errs 


PREFABED FLOOR SYSTEM AND PLUMBING CORE provides base for other components in house by Home Builders Corp., Sedalia. 


iin, ge Te 
~ 


FP Mee oaress 


CRANE POSITIONS non load-bearing END PANELS and gable ends, complete 
partitions. Units are slipped into place with interior and exterior finish, go into 


and fastened as construction proceeds. place around plumbing core atop floor. 
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FLOOR PANELS of 2x4 framing 16” o.c. with top 
skin of Y%” PlyScord are assembled in plant, as shown 
above left. Aluminum foil and blanket insulation are 
fastened aound metal heating duct and 5/16” Ply- 
Scord skin attached. 


PANEL IS LOWERED INTO PLACE at job site, above 
right. Hole in panel connects to heating duct sand- 
wiched inside floor. Support on foundation acts as panel 
center support and central heating duct. 


PREFABED PLUMBING CORE (right) includes bathroom 
and kitchen utilities. After dropping into place, utilities 
can be hooked up. 





Floor System and Plumbing Core 
Help Speed Construction 


SEDALIA, Mo. 

OME BUILDERS CORP. offers a variety of com- 
pletely finished package homes utilizing many pre- 
building ideas. Averaging construction of one-and-a-half 
houses a day, the homes are completely finished two days 
after foundation is cured and ready for work to begin. 

Ranging from $5,645 for a 2-bedroom model and $8,500 
for the basic 4-bedroom unit, home prices include every- 
thing from the plate up, excluding utility and sewer hook- 
up. Smallest house has 698 sq. ft. of space, largest model 
1,308 sq. ft. 

New wrinkles. Home Builders, under president Neal O. 
Reyburn, has been experimenting in construction and fab- 
rication methods since 1938. Recently Reyburn came up 
with new ideas in making stressed skin panels that elim- 
inated building irritations. Home Builders’ new houses 
are almost completely panelized and prefinished in the shop. 

Floor system. Reyburn’s floor system consists of 24’x4’ 


stressed skin panels supported at the center of a combina- 
tion box beam and central heating duct. The beam is 
fabricated from two junior steel I-beams with 2’ strips of 
PlyScord across top and bottom creating a closed duct 
wrapped in asbestos. Plywood is treated against heat. 

“This floor system gives us a basement ceiling at no 
additional cost. We actually charge $40 more for a con- 
ventional floor and the basement has no ceiling. Heat 
ducts are concealed in our floor system so they do not 
clutter up the basement,” said Reyburn. 

Ducts inside panels. Home Builders’ stressed skin panels 
have longitudinal 2x4 stringers 16” 0.c. with top skin of 
¥%” PlyScord. Bottom skins are 5/16” PlyScord or plugged 
and tough-sanded panels for finished basement ceiling. 
Single glue-nailed panels run the full width of the house. 

Heating ducts, specially made to fit in the thin panels, 
are laid between stringers and wrapped first in blanket 

(continued on page 74) 
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Prefabed Floor System 


(begins on page 72) 





insulation and then foil before top skins are attached. Ducts 
are vented into the central duct and panels pierced to admit 
hot air. Vents are cut in top ends of the panels and sec- 
ondary ducts to deliver warm air to the perimeter of the 
house. 

Light fixtures attached. Since the floor system ducts 
require only one of the three available channels inside the 
panels, the others are used for wiring and piping. In mod- 
els with basements, light fixtures are attached to the un- 
derside of the panels in the shops and wiring need only be 
connected at job site. 

Reyburn claims this floor system in a crawl space home 
is more economical than a poured reinforced concrete 
slab. In a basement home, he said, it has the advantages of 
a semi-finished ceiling in addition to eliminating unsightly 
ducts and piping. 

Tests. The St. Louis Testing Laboratories conducted 
tests that satisfied fears that piercing the panels, for plumb- 
ing as well as heating vents, would weaken them. Reyburn 
said that deflection, even under triple the design load, is 
well within permissible limits. Return is nearly perfect, he 


noted. 

Depending on location, the finished floor is %4” strip 
oak flooring laid perpendicular to the 2x4 stringers. Inlaid 
linoleum or vinyl asbestos tile can also be laid on the 
548” fir plywood underlayment. 

Sheathed roof. On some models Home Builders Corp. 
uses stressed skin roof panels, but now has gone almost 
entirely to a sheathing system. Built up 4x8 beams act as 
rafters, with 2x4 purlins spanning the 4’ between and 
resting on ledger strips. Roof deck is 5/16” PlyScord. 
Lock shingles of composition material are used as the 
finish roof because of its low pitch. 


Who Will Be The Big 
Component Maker? 


“Should I Buy or Make Components” is the title of 
a clinic this month at the NRLDA Building Materials 
Exposition. Watch this magazine for a report on this 
clinic. Also, a special report based on BMM’s Compo- 
nent Distribution Conference just concluded will be pub- 
lished in an early issue. 

For another comprehensive editorial roundup of pre- 
fab trends, see “New Component Era” reports in your 
recent September 25th issue of Building Materials Mer- 
chandiser. 


” 


Rural Co-Op Prefabs Components, Farm Buildings 


CRESTON, IOWA 

“J . was a long time coming, but 
now most people have accepted 
use of component parts in housing.” 

So stated Dean Dressler, home de- 
signer and fabrication manager of 
Farmers Co-Operative Co. The lum- 
beryard division of Creston Co-Op 
began manufacturing glue-nailed roof 
trusses and wall panels in June, 1960. 
Since then 35 homes have been built 
in the area using the co-op’s compo- 
nents, in addition to prebuilt farm 
buildings. 

Big business. Farmers Co-Op, which 
buys grain and seed from its more 
than 2,600 members, and sells them 
grain, merchandise, feed, fertilizer and 
coal in addition to lumber and build- 
ing materials, started a lumber divi- 
sion eight years ago. Last year corn 
storage was moved to a new building 
and the space given over to the com- 
ponent parts shop where movable farm 
buildings and house components are 
built. 

In addition to designing and making 
parts for Creston Co-Op Components 
Quality Homes, the lumber division 


Ak ae 
HAROLD SEVIER completes framing for feeder in plant of 
Farmers Co-Op in lowa. 


sells retail building materials. There are 
13 employes, not counting Ed Jungst, 
lumber manager, and the appropriately 
names Firm Knotts, assistant manager. 

Dressler has designed wall panels 
to obtain maximum load-bearing 
strength, better utilization of mate- 
rials and provide a tight fit. He pointed 
out that “we aren’t out to develop 
slums.” Shopworkers Harold Sevier 
and Dean Paxson follow detailed draw- 
ings in hammering framing together 
on the panel table. 

One truss at a time up to 60’ in 
span can be handled on the truss jig 
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table. However, most trusses are either 
standardized 24’ house ones, or made 
for smaller movable farm structures. 
Such buildings are popular in the farm 
area because of the tax savings they 
provide. 

At present, trussed rafters are glue- 
nailed with plywood gussets. But as 
production picks up, Dressler plans 
to add powernailing and metal gus- 
sets. Thus far he has been experi- 
menting and getting his house in order 
to develop a system and provide good, 
strong components. 

Farmers Co-Op erects no buildings 


itself. All materials and parts—or parts 
alone—are sold to contractors who 
work closely with the group in home 
building. The co-op controls the sale 
through its packages. Average cost for 
a houseload of trusses is $400 with 
$600 for panels, framing only. Av- 
erage componentized house was priced 
at $16,500 including land. Dressler 
plans to expand his component line 
to include plywood box beams and 
probably floor and roof decks. 

“Within a few years there won’t be 
a house built that isn’t componentized,” 
Dressler predicted. 
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MASON LUMBER CO" 


4’ x 6’ Santa Waves (Motion Display) 


For six consecutive years, profit-wise 
Dealers have used this tested plan 


Every home—every civic group, church and club— 
every retail establishment in your area, is a pros- 
pect for one or more of these big Christmas figures 
or displays. You sell the Easi-Bild* Patterns with 
which they are made. Each pattern gives the full 
bill of materials and paints needed—and you sell 
them all! 


The full-size pattern is simply traced onto 54” 
weatherproof Homasote, cut out with a key-hole 
saw and finished according to a foolproof, com- 
pletely specified, painting scheme. The method is 
quick and easy—the results are truly professional. 


There are also patterns for two motion displays 
(Santa Waves and Galloping Reindeer)—each 4’ 
high and 6’ wide. With these you also have the 
opportunity to sell motors and linkage kits. 
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Here’s how to 


on MAKE 
=" MONEY 
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40” 
Christmas Carolers 


Trainboard and 
Christmas Tree 
Platform 


Sell 5’x 8’ Homasote as Train Boards. For Christ- 
mas Tree Platforms—simply cut Homasote to size 
desired. (No patterns required). These are always 
in demand. 


Start now to display your Easi-Bild Patterns. Get 
them in stock. Cash in on this thoroughly tested 
plan which has helped many Dealers to make the 
last quarter one of the most profitable of the whole 
year! 


Write or wire us for the full details. Kindly ad- 


dress your inquiries to Department L-3. 
*T.M. Reg. Easi-Bild Pattern Company 


HO NMASOTE COMPANY 


TRENTON 3, NEW JERSEY 
Homasote of Canada, Ltd. ¢ 224 Merton Street ¢ Toronto 7, Ontario 
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CELLULAR KRAFT FIBER HONEYCOMBS provide core of new lightweight, pre- HOLLOW METAL SPLINES at joints hold 
built partition wall panels ready for dealers and prefabricators. Gypsum boards panels in alignment. 
are sandwiched to honeycomb core. 


Dealers, Wholesalers, Prefabers 


2'/2"-thick, 4’ x 8’ Hof-Kor sandwich partitions consist of 
¥."" gypsum wallboard facings glued to kraft fiber hon- 
eycomb cores. The non-load bearing panels are designed 
for homes with roof truss construction. 


The panels can take greater horizontal loads than normal- 
ly required in ordinary frame construction, but weigh only 
3.1 pounds per square foot. This compares to 5.5 pounds 
for conventional stud construction. 


They provide a flat wall; eliminate nail ‘‘pop''; possess 
sound insulation qualities and resist vermin and moisture 
damage, the manufacturer states. 


Tract builder now using the panels says they save him $50 
to $100 per house. Prefabrication of panels can save up 
to 20%, in partition installation costs, according to maker. 
Thin-wall feature gives up to 33 sq. ft. more living space, 
compared to use of conventional stud interior walls. 


BATAVIA, ILL. 
HE COMPONENT TREND 
among lumber and building mate- 
rials dealers and prefabricators is get- 
ting a boost through the distribution 
plan for Hof-Kor honeycomb-core 
sandwich interior panels, pictured on 
these pages. 

The panels can be fabricated in lo- 
cal areas by franchised dealers or 
home manufacturers. 

“This will permit savings in delivery 
time and costs as compared with pan- 
els manufactured in factories and 
shipped to distant communities,” says 
Warren Hoffman, developer of the 
partition. 

For example, panels are fabricated 
at Batavia, 30 miles west of Chicago 
and trucked as far as St. Louis, where 
the Hill-Behan Lumber Cv. is a Hof- 
Kor distributor. 

Shipments can be made direct from 
fabrication plant to building site. The 
panels can also be stocked by dealers 
for sale to small builders and do-it- 
yourselfers, out of the lumberyard. In 
addition to homes, the panels can be 
sold for commercial and _ industrial 
structures. 

The panels have been accepted by 
FHA and by both the Building Offi- 
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PANELS ARE POSITIONED by sliding into place on top and bottom plates. They 
are secured through attachments to floor and ceiling. Electrical conduits can be 


run through splines from ceiling to floor. 


ad 
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CUTOUTS for interior beams are made 
by hand saw, above. Portable electric 
saw can be used to cut panels after 
erection. Below, 2189-Ib. test shows de- 


Become Honeycomb Merchants 


cials Conference of America (BOCA) 
and the International Conference of 
Building Officials codes. 

“This means that the panels can be 
marketed almost everywhere,” Hoff- 
man said. 

The honeycomb cellular fiber core 
principle was first used in the aircraft 
industry. The hundreds of cells, glued 
to gypsum board facings, prevent 
sound-magnifying vibrations when the 
surfaces are hit, the maker points out. 

Installation. The panels eliminate 
use of conventional studs for interior 
walls. A bottom runner is nailed to the 
floor and a corresponding top runner 
is nailed to the ceiling. Panels are then 
slid into position and nailed to the 
runners. 

A hollow metal spline section be- 
tween panels keeps wall surfaces in 
alignment. Electrical conduit can be 
run through these hollow spline sec- 
tions from ceiling to floor. Raceways 
can also be provided in baseboards or 
conduit can be run between finished 
floor and subfloor. 

Panel joints are taped and sanded 
as in conventional drywall construc- 
tion. Because of the adhesive-bond 
features, there are no nails to “pop,” 
Hoffman said. 


The fiber core can be quickly forced 
in at edges to accommodate electrical 
boxes or wood splines for door frames. 

Tract. In addition to fabrication and 
sales by several lumber dealers, the 
new panels are being installed in a 
900-home tract in Oak Forest, Ill. 


Builder Arnold Gilbert said that the 
prefab units provided a “better wall 
for our low-cost homes.” 

The painting contractor on the Oak 
Forest homes commented that the 
panels are straight and can be fin- 
ished smoothly and rapidly. 
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SANDWICH PANELS 
can be sold by build- 
ing materials mer- 
chants, such as Elgin 
(Ill.) Lumber & Supply 
Co. At left, general 
manager Lester Junge 
displays a panel out- 
side the store. 
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MATERIALS HANDLING 


Progress in Unit Load Shipments; Fast Delivery 


FLOATING FLATCAR LOAD bagpacked at $1.90 per M under 
the new Fig. 6B method contains 37,250 bd. ft. of clean 


unitized lumber 


Full-Door 


Boxcar 
LOADING of new full-door box- 
car (right) is similar to the 
floating method. A 50’6” alu- 
minum side door is raised up 
under the roof like a garage 
door for fast, easy fork-lift 
loading from either side of car. 


ORE THAN 125 test shipments were made before 

the Assn. of American Railroads adopted a separate 
rule for the Fig. 6B bracing method of shipping lumber on 
flatcars. Spokesmen for Signode Steel Strapping Co., who 
helped in the tests, point out these costs savings when deal- 
ers order lumber by the new floating flatcar method: 

1) Costly full-length sidestakes are eliminated. The meth- 
od requires only four pairs of 4”x5” stub stakes ex- 
tending 12” above the car floor. 

2) Steel strapping is used economically to provide a 
packaged load for safer transit and easier mechanical 
handling in the yard. 

3) The combination of separators, “T” fillers and steel 
strapping produces a completely interrelated unitized load 
that shifts as a unit to absorb longitudinal impact. 

4) Guide rails nailed to floor bearing pieces flush against 
the sides of the load eliminate use of trusses, center brac- 
ing and need to fill out space across the car. 

Total material cost per thousand bd. ft. to ship pack- 
aged lumber by Fig. 6B method is 97¢, according to the 
Signode tests. Cost per M for open car shipment of loose 
lumber is $1.04 and for a packaged load under other 
methods $1.24. 
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Gypsum Board Delivery 
ONE MAN CAN DELIVER a load of gypsum wallboard, using 
the angle iron method devised by Curtis Lumber Co., Ballston 
Spa, N. Y. Two 3/8”-thick angle irons 15’ long receive a 
centered board load which is then chained fast. Short 2x4's 
are laid under each end of load at job site, dumpbed is tilted 
and truck driven forward. Angle irons dig in as firm support 
to let wallboard down easy. Chain is removed. 


at tee eee 


Jobsite Pallets 
LIGHTWEIGHT, INEXPENSIVE PALLETS sent out with materials 


orders can be used to promote customer good will. Example 
above is from J. P. Loomis Concrete & Supply Co., Akron. 


Component Handling 

FABRICATION of trusses, wall panels, etc., has brought 
forth new handling problems. One solution was intro- 
duced this year: DeKalb Jack Rabbit truss carrier, which 
unloads at job site by means of a winch-controlled 
cradle arrangement. One man does complete job. 


Tree Trend 

STORAGE HALF-TREES speed handling at Mills & Ne- 
braska Lumber, Orlando, Fla. Each of six trees built 
along property line will handle four bundles of 2,000 
ft. each. 





Make the Right Move —— MOVEMENT 
Get the Job Done | 
EASIER 
FASTER 
SAFER 





POWERED BY A 6 or optional V-8, the Ford F-100 half-ton 
pickup features wide-opening doors and handle-operated 
tailgate latches. Standard body is Styleside with integral cab- 
and-box construction. Flareside box, with wooden floor is 


optional. 
Circle No. 226 on Handy Cover Card 


New 
Delivery 
Equipment 


Twi, HAND TRUCK 


One man using a Twin-Tilt® truck (there is no re- 
handling) can actually move a 16-ton load in 4 hour. 
Normally it would take a man using an ordinary hand 
truck 4 times as long. 


SAVE SPACE—You can save foot after foot of stor- 
age space by using a Twin-Tilt® truck. A Twin-Tilt® 
truck will move in and out of aisles just inches wider 
than the width of a row of merchandise. With its pat- 
ented lever action, the load is stacked on a pallet once 
—Twin-Tilt® does the rest. 


REDUCE ACCIDENT S—Twin-Tilt® truck carries 
an automatic safety device, Swingard. All trucks on 
new sales sold with Swingard. Swingard is always out 
of the way when the truck is in use, but swings down 
into support position if the load is suddenly released. 
It reduces worker injury. 


SAVE MONEY —A Twin-Tilt® truck will more 
than pay for itself in a short time, especially where 
floor space is at a premium. 


For more facts use 
handy back cover 


Write, wire or phone for complete details 


) 7 cy GAR aaa 
P.O. Box 1, St. Bernard 
Cincinnati 17, Ohio 


Piease send me literature and prices on Twin-Tilt. 


LOWER HOOD LINES for better visibility, longer life mufflers 
and single headlamps for lower maintenance cost on most 
models are highlights of Chevrolet's 1962 trucks. A 261 cu. 
in. six is newly optional on all light-duty models with manual 
0 TES EN: eae transmissions, except forward control units. 
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FREE IDEAS TO HELP YOU 


.». make more deliveries per truck day 
..» Store more lumber in your present yard space 
...feduce lumber and materials handling costs 


Find out how other dealers have gained these benefits—send for the Signode Dealer 
Portfolio. It contains actual case histories, illustrates successful methods, includes two 
large unloading charts with diagrams and a list of mills that ship packaged lumber. 
Yours without cost or obligation. 


SIGNODE STEEL STRAPPING CO. 


2633 N. Western Avenue 
Chicago 47, Illinois 


Yes, I’m interested in improving my operation, reducing my costs. 
Please send your Dealer Portfolio. 


NAME 





FIRM 





ADDRESS 
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INTRODUCING THE NEW 


The new heavy duty air-operated 
nailer was designed by Senco to 
fill the requirements you have 
always wanted, fine craftsman- 
ship and performance. This new 
KN offers reboundless ‘operation, tremendous driving 
power, ease of operation and Senco’s “patented” air 
return action, uses a narrow crown 18 gauge staple up 
to = leg — and intermediate crown 16 gauge 

. staple up to 1” leg 

length. 


Designed for the 
furniture industry, 
kitchen cabinets, 
millwork, mobile 
homes, dinette in- 
dustry, or many 
other uses where 
high speed secure 
fastenings are de- 
sired. 


Write for complete 
Teh ielausr-Lelelame-Beleleh a 
the newest tacker 
for heavy duty. 




















Sales and service offices 
in all principal cities 
in the world 


‘Sence 


PRODUCTS, INC. 


5571 WOOSTER PIKE, CINCINNATI 27, OHIO 
Circle No. 40 on Handy Cover Card 


Better Than the Rest ! 


THE ALL-STEEL, ELECTRICALLY-OPERATED 


PANEL'LIFT GARAGE DOOR 














dential Bea at Lowest Cost Industrial Utility With Longest Life 


Best | in aie, Price, Durability! 


Whether your interest lies in sales, specification or 
rarage doors—for residential or industrial appli- 
Panel-Lift Doors provide the one best answer 


use ol g 
cations 
to your prob lems. 

Amazing new design eliminates space-wasting, hard- 
to-install overhead tracks, springs and counterweights. 
Keeps price lower than comparable doors and slashes 
installation and maintenance costs. 

Prime-coated steel panels lift vertically, gliding 
quietly and smoothly in separate channels to nest 
compactly above the opening. 


For complete details and specifications 
write today. Address Dept. M-116. 


m 
Pen ELM Fala 


— | PANEL: LIFT DOOR CORPORATION 
ODD RI 1724 CHESTNUT STREET + PHILA. 3, PA. 


Pat J 
PENDING 


SEE OUR EXHIBIT » NAHB Show, Chicago » BOOTH 22 


Wholly-owned subsidiary of Standard Toch Industries, Inc. 
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INTRODUCED FOR ‘62 is a new Sport-Top at $98 for the 
International Harvester Co. Scout to enclose the cab. Made 
of white vinyl-faced cotton twill with polished vinyl windows, 
the top is supported by removable steel tubing sections. A 
full-length Sport-Top is also available at $168 for the all- 
purpose vehicle. 

Circle No. 228 on Handy Cover Card 


COMPACT NEW GM 4-cylinder 2-cycle 
diesel is introduced in Chevrolet's 1962 
medium-duty truck line. The 130-hp. 212 
cu. in. diesel is claimed to be a proved 
relatively lightweight unit offering lower 


fuel costs and long life. It is available 
in models ranging from 15,000 to 23,- 
00C gvyw. 


Circle No. 229 on Handy Cover Card 


, MORE SLOPING HOOD CONTOURS for greater vis- 
ibility is one appearance change in new GMC light and me- 
dium trucks for 1962. Units also boast a new 305D V-6 gaso- 
line engine for improved fuel economy. 

Circle No. 230 on Handy Cover Card 
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ECONOMICAL 85-hp. six is standard power plant on 
Falcon Sedan Delivery. Optional is 101-hp. engine. Low 
loading height and easy-to-operate tailgate are fea- 
tures. There are several styling changes too. 

Circle No. 231 on Handy Cover Card 
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A WIDE VARIETY of stake and platform models with 
multiple component options are featured in the 1962 
Dodge truck line. This D-400 model has a 12’ body 
on 157” wheelbase and 4-speed transmission with 125- 
hp. 6-cylinder engine. It has maximum gvyw rating of 
15,000 Ibs. 
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NEW FEATURES for 1962 in DeKalb Commercial Body 
Corp. Lumberjack and Lumberjack, Sr. series of bodies 
include increased visibility, new color options and cab 
interior design in Open Well models. 

Circle No. 233 on Handy Cover Card 
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HIGHLIGHT of Dodge 1962 D-100 Sweptline pickup 
with low hood silhouette is 140-hp. inclined 6-cylinder 
engine. Unit is available with 114” wheelbase and 6- 
VY,’ body or 122” wheelbase and 8’ body. Maximum 
gyw rating is 5,100 Ibs. with half-ton capacity. 

Circle No. 234 on Handy Cover Card 
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IVES 


PRESENTS... 


the finest catch for wardrobe and 
interior doors, the 


NEW 


ROLLER 
CATCH 


NOS. 335 and 336 


it’s A-D-J-U-S-T-A-B-L-E 





IVES unique heavy duty spring tension 
ROLLER CATCH Nos. 335 and 336 is fully 
adjustable. Its wide range holding power 
(4 to 17 pounds) makes it possible for 
doors to be set to open at a touch... or 
a tug. An extremely narrow face plate 
(%e') and bore (34’’) makes this catch easy 
to install on even the thinnest doors, and 
its durable nylon roller is a sure fire 
guarantee of long life under extremes of 
hard usage. 


AVAILABLE IN ALL STANDARD 
FINISHES 


No. 335 No. 336 
with with 

strike for conventional 
simplified strike - ideal 
mortising. for metal 
frames. 





Face Plate 244" x 7%" 
Bore %4” diam. x 1%” 
Strike 2%" x 15%” 


For information on other IVES Quality Products send for brochure. 


Tae MH. GB. IVES co. 


NEW HAVEN, CONNECTICUT — U.S.A. 
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Drive-In Yard Designed As 
One-Stop Building Center 


Contractors and homeowners can buy all their building needs from com- 
ponents to home improvement packages through Standard Lumber's 
efficient new layout. 


Showroom and warehouse integrated for maximum shopping conven- 
ience and sales effectiveness. Story and more pictures on next page. 


MODERN HOUSE INTERIOR IN 
THE COUNTRY? No—a den 
display in the Standard Lumber 
Co. showroom on Indiana high- 
way. Dealer uses flexible dis- 
play standards so he can 
change packaged home im- 
provement exhibits at will. Oth- 
er model displays shown on 
next page. 





HIGHWAY SIGN along 
U.S. 41 south of St. John, 
Ind. announced grand 
opening of Standard’s 
new drive-in building 
materials center. Re- 
freshments were served 
on entrance patio. 


NEW 40’x80’ RETAIL STORE 
AND OFFICE and 100’x123’ 
drive-in self-service lumber 
mart in St. John. Dots in ware- 
house indicate lumber trees 
and large rectangles signify A- 
frames for storage. An open 
shed was later added at right 
after drawing was made. 
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RECREATION ROOM AND KITCHEN DISPLAYS complete the three model ‘ 


the kitchen features new island sink layout. 


illite 
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‘rooms’’ in the new Standard Lumber Co. store. Note 


Building Materials Store is Start of $2 Million Co-op Center 


St. JOHN, IND. 

RIVE-IN SELF-SERVICE is the 

outstanding feature of Standard 

Lumber Company’s new one-stop 
building materials center here. 

Rolling platforms make self-selec- 
tion easy even from the tops of 17’ 
high lumber trees in the four ware- 
houses. Actually the warehouse bays, 
with sliding doors at either end, are 
part of the same building as the show- 
room. 

Free pony rides, balloons, candy 
and other refreshments helped draw 
about 2,000 visitors each day to 
Standard Lumber’s grand opening 
recently. Door prizes totaling more 
than $1,000 were given away. Cash 
sales topped $1,000 within three hours 
after the store opened. 

Three model rooms—kitchen, bed- 
room and den—help promote home 
improvements. Both the showroom 
and model rooms were designed by 
James N. Lindenberger, architectural 
consultant for Building Materials 
Merchandiser. 

“Our idea in the new building ma- 
terials center is to improve contractor 
service to a point where they can’t af- 
ford to buy elsewhere,” sa‘d Richard 
J. Dye, Standard Lumber Co. presi- 
dent. At the same time, Dye is going 
out after consumer business, including 
the home handyman. 

“We have placed the lumberyard 
in the center of a growing residential 
area, not on the fringe. Hammond, 
Ind. is moving southward.” 

Advertising push. Store traffic had 
been light in the new supermart after 
it was opened for business in April. 
Dye attributes that to the fact that 
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“people didn’t realize the modern 
building was a lumberyard.” 

Advertising gradually began to take 
hold. The grand opening splash finally 
lured customers in. Standard Lumber 
spent $4,000 to promote the event, 
most of it for a 20-page section in the 
Hammond Times. Four-page flyers 
were distributed through the area. 

“Our new shopping center separates 
retail-customer sales from volume 
contractor trade,” Dye _ explained. 
“We use straddle trucks to move ma- 
terials around the yard or make de- 
liveries. Our rail siding at the rear of 
the new 17!'%-acre site has a floor- 
height loading dock.” 

Shopping center. Opening the re- 
tail building materials center is the 
first step in Standard Lumber’s plan 
to construct a $2 million co-op shop- 
ping center along U.S. 41 south of St. 
John. 

The center will contain diverse 
stores, offices and manufacturing fa- 
cilities when it is completed. For in- 
stance, plumbing, heating and electri- 
cal contractors will be located there, 
along with an architect, real estate of- 
fice and insurance office. A floor cov- 
erings store, general merchandise and 
housewares outlet and a furniture and 
appliance store will be on the site in 
addition to a savings and loan institu- 
tion. 

Besides a concrete block plant, 
Standard Lumber will move its sub- 
sidiaries that make house components, 
kitchens and ready-mix concrete to 
St. John from Hammond. 

Right now six carpenters are work- 
ing at Components, Inc. six days a 
week trying to catch up with orders. 


About 47 contractors buy windows, 
prehung doors, trusses, gable ends 
and stressed-skin wall panels from the 
firm. Sales are booming for the com- 
ponents subsidiary, with most trusses 
sold to five large tract builders. 

Land development. James W. Dye, 
Jr., vice president of Standard Lum- 
ber, is president of Lake Standard 
Realty Corp. The subsidiary is en- 
gaged in subdividing three additions to 
the village of Griffith. When that is 
completed, construction of a new 
housing development will begin on 
105 acres across the road from the St. 
John shopping center. The Dyes hope 
to erect a community for 12,000 in 
the area. 

James W. Dye, Sr., father of the 
present executives and son of the 
firm’s founder, headed the company 
from 1927 until his death in 1953. 
Other company officials besides Dick 
and Jim are Eudora Dye Burris, 
treasurer; James M. Buchanan, secre- 
tary and Edmund G. Klemm, general 
manager. Four salesmen, a bookkeep- 
er and four warehousemen comprise 
the St. John staff. 

Standard Lumber Co. advertises it- 
self as the “kiln dry lumberyard.” The 
firm carries a complete line of lumber, 
millwork, hardware, painis and tools. 
A sign over the cashier’s counter de- 
fines the sales policy: 

“Everyday low prices for cash- 
and-carry in our trading area; 3% 
charge for millwork delivery, 8% for 
gypsum board and insulation and 5% 
for lumber and other products, mini- 
mum charge $1; 2% charge for 30- 
day open credit accounts and 1% 
handling charge on past due accounts.” 
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SPECIALLY-DESIGNED Schlage Lock Co. 
display mounted against wall paneling 
is called ‘‘only one of its kind.”’ It was 

: “a designed by a Chicago firm in coopera- 
A-FRAME LUMBER STORAGE makes self-service easy for handyman customers tion with company’s area representative, 
and small contractors. Customers can drive in. Riggs Miller. 


DERN LIVING CENTER 2nsstor # 


ee 25 ee 


TOOLS «HARDWARE “= 
, $e | is as 


DEPARTMENTAL AN D 
PRODUCT SIGNS liven up 
store, help people serve 
themselves, indicate vari- 
ety of products sold by 
dealer. Paneling and pre- 
hung doors are displays, 
right rear. 


SCALE MODEL HOME is used by President Dick Dye to point STRENGTH DISPLAY of wood trusses made by Components, Inc. 
out the type of trussed rafters fabricated by Components, Inc., Trusses 24” o.c. with 3/8” roof sheathing hold up 1-ton 
a subsidiary of Standard Lumber. pickup truck. 
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de Pickup 


962 CHEVROLET JOBMASTER TRUCKS ARE BUILT TO KEEP) 
AVING AND SAVING AND SAVING AND SAVING AND SAVING 








LOOK WHAT CHEVY’S GOT FOR ‘62... 


MORE WAYS TO MAKE 
MORE MILES (AND MONEY 


Matchless performers. .. matched to the job. That’s what you'll find under the hoods of Chevrolet 


light-duty trucks for ’ 


62. More sure-saving power plants to choose from than ever before. New assurance 


of the right power for the job—power that does just what you want it to so that operating costs stay 


at a low low. 


Standard in conventional models is the thrifty High Torque 235 Six, an engine that’s powered more 


payloads than any other. 


Then for heavier, harder working jobs that take more out of a truck, Chevy offers 


two great optional (extra-cost) engines for ’62: the big High Torque 261 Six, available for the first time in this 
weight class, and the spunky High Torque 283 V8 with short-stroke design. 
Add to this engine spread the space-saving High Torque 145 Six provided in Corvair 95 models and 


you've gota 


broad, all-purpose lineup that allows you to match the power to your type of work and nurse 


the last penny’s worth of performance out of every operating dollar. Talk it over with your Chevrolet 


dealer soon. .. . Chevrolet Division of General Motors, Detroit 2, 


Compact High Torque 145 Six—air-cooled “‘pancake” 
design (only 17” high) saves space and minimizes weight 
by eliminating water jacketing, radiator, coolant and 
water pump. Gone for good are antifreeze and cooling 
system maintenance expenses. With fuel-saving valve-in- 
head design, the 145 Six develops 80 hp and 128 ft.-lbs. 
of torque—ample for brisk performance with big loads. 


Popular High Torque 235 Six—the most widely used 
engine in the history of hauling with 235 cubic inches of 
lean-muscled efficiency. Standard in conventional models, 
the 235 Six delivers 135 hp and a load-moving 217 ft.-lbs. 
of torque. Premium-quality features such as forged steel 
crankshaft, aluminized exhaust valves, oil-bath air 
cleaner, and precision bearings add to engine durability. 
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Rugged High Torque 261 Six—you get extra torque 
(235 ft.-lbs. of it) for extra tough pulls, plus proved 
6-cylinder economy —available for the first time in Chev- 
rolet light-duty trucks. Provides 150 hp and scores of rea- 
sons for efficient, cost-saving performance—forged steel 
crankshaft, high-alloy inlet valves, precision bearings, 
hard-faced exhaust valves with Rotocoils, to name just a few. 


Efficient High Torque 283 V8—made to order for runs 
that call for the extra punch of V8 power. Advanced 
short-stroke design knows how to nurse extra power and 
miles out of every drop of gas. 160 hp and 270 ft.-lbs. of 
torque get big loads moving quickly and efficiently. Top 
durability features include chrome-plated piston rings, 
Moraine 100 bearings and hydraulic valve lifters. 


AND SAVING AND SAVING AND SAVING AND SAVING 


15 on Handy Cover Card 
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NG MATERIALS 


CT 


oO . 
i ? 


im this particaler case, they mean 


food charge account at this store? 





QUESTION MARKS CAN MEAN ABOUT ALMOST ANYTHING, ¢ 


Have you forgotten that you have a perfectly 


CUSTOMER RECORDS 


are checked by 
president, 


Newland, 


Al 


Freeway Builders, Inc., 
Denver, for names of 
inactive accounts for 


direct mail series. 


TWO FOLLOWUP LET- 
TERS, two weeks 
apart, follow original 
reminder letter. These 
hove ahumorous 
touch and arouse cu- 
riosity. 











J 


A FREEWAY BUILDERS, INC. 


OWE BROTHERS —— 


“Your Building Material Center” 
6090 North Broadway 
Phone KE 4-0248 


Denver, Colo. 





Are We Blue?.... 


Yes! That's just the way we feel when good 
customers 

there something 
you may need at this time? Redwood fence 


patio, paint, building material of any kind? 


Every day we seek to find ways by which 
to serve our customers better. 


won't you please come in to ser 


as real soon? 


FREEWAY BUILDERS, INC 








Direct Mail Revives Inactive Accounts 


DENVER 

HORT, PUNCHY, personal direct 

mail letters to revive inactive ac- 
counts are paying dividends for Free- 
way Builders, Inc., a Denver retailer 
with a 60-40 ratio of contractor and 
homeowner business. 

[he series of letters, which are 
spaced two weeks apart, are directed 
primarily to the homeowner and do- 
it-yourself customer and are producing 
better than 75% returns. 

“Within 10 days after the first 200 
letters were sent out, we had calls from 
150 of these people,” said president 
Al Newland. “We could hardly believe 
it, thinking that perhaps some of the 
names were duplicated by our sales 
force. They were instructed to write 
down the names of all customers they 
waited on. After rechecking the name 
list, we were pleasantly surprised to 
find no duplications.” 


90 


Freeway Builders has about 1,500 
homeowner customers on their list and 
each of these accounts represents total 
purchases annually of approximately 
$200, or $300,000 total. 

President Newland believes that the 
psychological use of the word “you” 
can be credited for much of the suc- 
cess of these letters. Here is the first 
letter in the series: 

“We notice that you have not used 
your charge account with Freeway 
Builders for a long while. We are nat- 
urally concerned about it, for we 
greatly prize your friendship and pa- 
tronage. 

“We are especially glad when you 
use your charge account to take care 
of your purchases. It affords us an 
intimate opportunity to know your 
needs and to learn whether you are 
receiving the service to which your 
account with us entitles you. 


“With the new season, we want you 
to know that, as never before, we are 
prepared to care for your building 
needs. Our stocks are most complete 
and our friendly salesmen are anxious 
to help you. 

“Your charge account is still open 
and awaiting your orders; so the next 
time you need anything in our line 
come in and say ‘Charge it.’ We will 
be very happy to have you enjoy the 
privilege of your charge account at 
Freeway.” 

The two succeeding letters have a 
touch of humor and curiosity about 
them. The customer’s name is dropped 
if there is no response. 

“We feel that a customer wants you 
to appreciate his business,” says New- 
land. “A courteous letter is one way 
of getting the message across and mak- 
ing him feel welcome in our place of 
business.” 
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Let's 
talk mn B23 
about NRLDA 


@ 
McCORMICK PLACE, CHICAGO 
In Attendance — 


Lloyd A. Fry, Jr., President 


L. W. Woodward, Vice President 


& 
( e S John P. Flanagan, Summit Plant Manager 
Sam Martel, Summit Assistant Manager 
aceasta 4 


LLOYD A. FRY ROOFING COMPANY e SUMMIT, ILLINOIS 


World's Largest Manufacturers of Asphalt Roofing and Allied Products 
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CYCLOPEDIA 
OF 
BUILDING 


AMERICAN LUMBERMAN'S 
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Besides « stetaing to tomene 2» Cyetepedio of Beitting 
Terms ths beet brings yes efter reimebie tosteres oF 
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a Senders ember Abbreretees 
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1 Belding Materia! Check Lit 

fe Stenderd Fir Door Deriga: ead Specie arian: 

Standard Hoch Pendersve Pine Moduler Wade ws 
a 


fe Menterd See! teteie Residence ond Moning 
Covomeety 


& Typice! Specifications ter # Howse 
1% Gtesvery of Loge! Terms 


Compiled by American Lumber- 
man 75¢. Useful to newcomers 
in the industry and experienced 
personnel alike. A handy refer- 
ence to: over 1,000 building 
terms, charts and tables; funda- 
mentals of light construction; 
legal terms connected with the 
building field. 


Single copies 75¢ 


Remitionce must accompany order 
QUANTITY PRICES ON REQUEST 


BUILDING MATERIALS Merchandiser 
59 East Monroe Street 
Chicago 3, Illinois 


copies of ‘Cyclopedia of 
Money to cover is enclosed. 


Send me___ 
Building Terms."’ 
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CIVIL WAR BROADSIDE 

2,000 | “tas 
ARMY HORSES 
WANTED! 


NO. | COMMON 
| went te purchese immedietely at the Government Stebies et this station 


TWO THOUSAND ARMY HORSES! 


1 50 
Mw 
For which | will poy the prices named below, IN CASH. Homes must poss 











peony! ae 
iaupection under the following regulations, te wit 











= 42 
— anes 


9) yeors old ond wel! edo 


PREFINISHED 


160 DOLLARS! | <= 


FOR HORSES "LY WOOK 


broken. squor 
sx (6) to ter 
heres nigh 
Pounds ex 


170 DOLLARS! 


8. VAN SLYKE 
eae 











Asst. Quertermaster's Office, Madison, Wis. Mer. 22, 1865 








Dealers’ Ads Tied 
To Current Events 

Two dealers who capitalized on cur- 
rent events for their ad copy this year 
are Ralph (Rapid Ralph) Wood- 
bury, Glens Falls, N. Y. and C. O. 
(Pete) Spencer, Jr., vice president, 
Villa Lumber, Winter Haven, Fla. 

“Rapid Ralph” took a display ad 
to exactly reproduce an authentic Civil 
War ad run by the Quartermaster 
Corps of the U. S. Army in search 
of suitable horses. One column was 
used to promote building materials. 

The ad shown at right was tied to 
“Ham’s” trip to outer space. The copy 
points out that “good ol’ HIS (Home 
Improvement Service) works with 
space day in and day out... it’s truly 
amazing what a ‘package’ of space 


of how big or liste, “HIS will 
handle the complete joh for you 
from sshmates to construction 

te financing on low monthiy terns 


Drop by and let's mlk ower your plans — HIS’ consultation 


and estimate services are ince... We'd itke to serve you, 
Pr ae 
VILLA Saas 
LUMBER 5: aa 
; beam hy ‘ 
2 armen 
ed 
2 AVENUE | 7 NORTHWEST YIUNTER Haven FLORIDA 


ees GONE came Sivmneer Oty be hening Wiatins Menteae Fame serene pid 
Bests Teenate Guise Casenn, MN Ma, Sothon, tome 
Sua Reseemy, tees Peers Semon ter Frade three! Pose 


# THREF BLOCKS TAST OF HOWARD JOMNSON’S RESTAURANT 





HIS can supply for as little as $6.52 
monthly.” Villa Lumber uses a pro- 
fessional advertising consultant on a 
pari-time basis. 





MEN / the news 


* Rodney C. Hembree has been ap- 
pointed eastern manager of United 
States Plywood’s Weldwood Structures 
Division, which manufactures and sells 
fabricated plywood building compo- 
nents. 


* A William Reynolds II has been ap- 
pointed general manager of the Craw- 
ford Door Co., Detroit. He will retain 
his position as executive vice president 
of Wood Parts, Inc., an affiliated com- 
pany of Crawford Door. 


* Edward A. Whalen has been ap- 
pointed sales manager for Homasote 
Co., Trenton, N.J. 


* Texas State Representative Charles 
Wilson has joined Temple Lumber 
Co., Houston, as administrative assist- 
ant to the vice president and general 
manager. 


* A. C. Furtwangler has been pro- 
moted to manager of marketing for 
the Martin-Senour Paint Co., Chicago, 
succeeding T. S. Andrews who has re- 
tired. 


* Arthur H. Jones has been named to 
head a new marketing department 
created by Douglas Fir Plywood Assn., 
Tacoma. 


* Adolph Voge, Jr. has been pro- 
moted to the position of general sales 
manager of Curtis Companies, Inc., 
Clinton, Iowa. 


Arthur H. Jones Adolph Voge, Jr. 
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ANOTHER SALES-MAKER FOR DEALERS — 


New MIS LWEME £asc- 


A PRE-CUT STRIP OF NEVAMAR LAMINATE FOR SELF-EDGING 
FLEXIBLE — FOR EASY BONDING TO STRAIGHT OR CURVED EDGES 
CONVENIENTLY PACKAGED IN 10-FOOT STRIPS 


New NEVAMAR Easi-Edge is a boon to do-it- 
makes self-edging a snap be- 
cause it is more flexible than standard NEVA- 
MAR. It can be bonded quickly and easily to 
practically any edge—straight or curved. It is 
produced in 10-ft. lengths, 1% in. wide, and is 
packaged in rolls for easy handling. Easi-Edge 
is available in many of the most popular NEVA- 


yourselfers ... 


| NEVAMAR 


HIGH PRESSURE (aminaATE 
\ > RESISTANT TO CrGARETTE suANs 
o WITHSTANOS BONING waTeR 
© DESIGNED FOR LONG LiFE 
AND LASTING OLauTY 
» WONT CRAZE Chace OF 
PEEL 16 WORMAL USE 
“e » WOT AFFECTED BY aL COMO: 
' 


MAR colors and patterns. Stock it for extra sales 


and profits. 


NEVAMAR DIVISION 


mean PLASTIC PRODUCTS COMPANY, INC. 


Saran, Nylon and Polyolefin Fibers—Nevamar High-Pressure Laminates—Wynene Extruded and Molded Products 


ODENTON. MO ° 


DENVER. COLO 
CLEVELAND. O 7 


NEW YORK. N.Y . 


CHICAGO. ILL . DALLAS-FORT WORTH. TEX 


SAN FRANCISCO. CALIF 


MIAMI. FLA + 
LONG BEACH. CALIF . 
MEMPHIS. TENN : 


. PORTLAND. ORE o 


CHARLOTTE. N.C . INDIANAPOLIS. IND 
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.- \ for your venture 
into the realm o 


wall SPACE 


ADD-ALIGN, BEAUTY-BLENDING SHELVES, STANDARDS, BRACKETS 


Soar to new heights of wall beauty. Explore new worlds of 
wall space. Only your imagination can limit the flexibility and 
individuality of wall decor with ‘‘Champion’’ color-cued dec- 
orator shelves and shelving materials. So versatile, so inex- 
pensive, so easy to do-it-yourshelf! 

18” ADD-ALIGN SHELVES—Perfectly tailored to extend to 
any wall length. Edge curled and reversible. Gold-Dusted 
Ebony Black or Decorator's White. 

12”-72” ADD-ALIGN STANDARDS—Dovetail flawlessly to 
any desired measure. 6 Decorator-cued colors. Side holes for 
window installations. Optional Solid Brass Ornamental Ends. 
6”-14” BRACKETS—6 Harmonious colors. New Locking de- 
vice assures rigidity. 


Dealers: Stock up 
and enjoy easy 
sales and big 
profits ! 


CONTACT YOUR DISTRIBUTOR OR WRITE DIRECT TO 


Standard - Keil 


Hardware Mfg. Co. Inc. 
2581 Atlantic Ave., Brooklyn 7, New York 
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Sell vue rrames, Toor 


when you sell 

pegboard and bulletin board 
BEAUTY-FRAMES the do-it-yourself 

framing kit 


Now when you sell pegboard for racks or bulletin 
board material you can sell the frames, too... 
and make an extra sale! Beauty-Frames go 
together quickly and simply by using exclusive 
“Mitre-Tite” metal fasteners. 
An attractive floor display 
helps you sell Beauty- 
‘4 3S. Frames...ask your jobber 
about it. 
Write today for literature 
5 Fi and additional informatian. 
Jobber inquiries invited. 


Maple Bros., Inc. 
527 West Putnam Drive, Whittier, California 


Circle No. 46 on Handy Cover Card 
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Fight Full-Door Boxcar 

WASHINGTON—Three railroad 
brotherhoods have asked the Interstate 
Commerce Commission to prevent use 
of the full-door boxcar with its basic 
Hydroframe-60 impact absorber (see 
BMM, Aug. 14). 

Pullman-Standard recently obtained 
a patent on Hydroframe-60. However, 
union spokesmen describe the car, de- 
signed for easy loading and unloading 
of bulky, hard-ot-handle materials, as 
unsafe for railway workers. They 
charge the unit is dangerous for a 
a number of reasons. 

A principal reason advanced by the 
brotherhoods is that a new-type cou- 
pling device used with Hydroframe-60 
keeps boxcars 10’ apart. This means 
workers cannot safely climb from one 
car to another while the train is in mo- 
tion or walk safely along the top of 
cars when the train is stopped at a 
point a worker cannot walk along the 
ground, the unions said. 

Spokesmen further contend the cou- 
pling device does not work on curves 
and that is requires use of both hands, 
so railroad workers cannot hold a grab 
iron for safety while uncoupling. So 
far only one P-S car has been made. 
It is being tested on a southern line. 


Mortgage Lenders Fight 
WASHINGTON—A tax fight between 

commercial banks and the mutual thrift 

institutions—savings and loan associa- 


PORTABLE PREFABED ICE FISHING SHANTY 


—Perkins Lumber & Fuel Co., Lake Zurich, 


lll., prefabs this 4’x6’x6’ ice fishing house of 2” fiberboard insulating sheathing, 
five structural pieces and two strips of roll roofing in two hours. The $35-$45 struc- 
ture can be carried kd on customer's cartop for 40-minute erection with double- 
headed nails. It can be reassembled for summer use as tool or toy storage shed. 
Plans and material list free from the Celotex Corp., 120 S. LaSalle St., Chicago 3. 





tions and mutual savings banks—could 
have a big effect on the volume of 
mortgage money available in the fu- 
ture. 

Under a loose “bad debt reserve” 
law, the mutual institutions have paid 
virtually no Federal taxes since 1951. 
Commercial banks launched a drive 
two years ago to close what they 
called the competitive disadvantage 
and the U.S. Treasury has endorsed 
their stand after a long, soul-searching 
study. 

The Treasury recommended to the 
House Ways and Means Committee 
that the mutual thrift institutions be 
allowed a bad debt reserve compa- 


rable to that of the commercial banks, 
increasing their taxes from about $8 
million a year to some $500 million. 
Congress will put off action on it 
until next year. 

The Housing and Home Finance 
Agency and the Federal Home Loan 
Bank Board fought against the tax 
recommendation on the ground that 
it would cut S&L dividend rates and 
reduce the flow of mortgage money 
by as much as $3 billion—one-tenth 
the annual volume of home loans, or 
enough to finance the construction or 
purchase of as many as 200,000 hous- 
ing units a year. 





Manufacturing 
plants at Toledo, 
Ohio and Ft. Lau- 
derdale, Florida. 


See us at Booth £219 


$140 Hercules Roof Truss Jig Table Assembly and 3 Men Produce 


48 ROOF TRUSSES PER DAY! 


SALES POTENTIAL FOR THIS SIZE HERCULES SYSTEM: 
$110,000 IN ROOF TRUSS SALES PER YEAR 


This model shop shows all that’s needed to produce efficiently 
roof trusses using Hercules truss plates: A versatile $140 Hercules 
jig table assembly and a 20 ounce hammer for each of your men 
plus the saw. A space of about 30 feet wide and 40 feet long is 
all you*eed to accommodate the Hercules jig table, work space 
and gompleted trusses! The Hercules jig table assembly can be 
adjusted to any span and pitch of truss. 


WE/ SEND OUR OWN FIE! D ENGINEER TO HELP YOU PERSON- 


ALLY SET-UP YOUR 


TRUSS SHOP 


Write to... AU SSS a) 7 Veto) CMa Uh Se VE Ce 


ot NRLDA Exposition. 
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4058 N. E. 5th Avenue — Fort Lauderdale, Florida 
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REDUCE delivery costs. 
UNLOAD a LOAD or HALF LOAD at a time 


with an 
R-B ROLL-OFF 


Complete bodies shipped KD. Easily installed. 
Write, wire or phone for catalog and prices. 


The R-B Co. 
1921 Geinotte, Kances City 20, Me. 


truck body 








REPRINT SERVICE — Building Materials Merchandiser 


LEARN ALL ABOUT 


Cash & Carry 


Lumber & Building Materials Yards 


@ Award-winning field reports from this 
magazine now available in a 1961 trend 
reprint—$1 a copy. 

@ Send remittance with order to: Reprint 


Editor, 
diser, 59 E. Monroe, Chicago 3, Illinois. 


Building Materials Merchan- 
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New Literature 


WU 


Time-Saving Card—See Back Cover 


Plywood Sidings. “Create exterior variety” is the theme of a 
new booklet including photographs of a newly expanded line 
of residential sidings suitable for both vertical and horizontal 
application. The 15-page brochure gives technical data, instal- 
lation details and finishing and application instructions on Dur- 
aply panels for painting, as well as textured sidings for natural 
or stained sidewalls. U. S. Plywood Corp. 
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Pressure-Treated Lumber. Two new folders detail the ad- 
vantages of Wolmanized pressure-treated lumber. They illustrate 
and describe the pressure-treating process and also show areas 
in a house or building which are most susceptible to attack by 
termites and decay. Wolman Preservative Dept., Koppers Co. 
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Strappack Lumber. A new four-page brochure lists 24 ways 
in which you benefit by ordering Strappack unit-loads of lum- 
ber. It also gives specifications and selling instructions for unit 
loading of the lumber in boxcars. Hallinan Lumber Co. 
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Steelcraft Standards. A new Steelcraft standards sheet sim 

plifies selection of the proper metai door frame for the proper 

yall construction and the proper door for the specified use. 

The sheet is designed for use by architects, contractors and en 

gineers and is suitable for framing. The Steelcraft Mfg. Co. 
Circle No. 238 on Handy Cover Card 


Redwood Exterior Finishes. Illustrated in color, a new eight- 
page booklet is prepared to help dealers and homeowners select 
the most carefree exterior finish to enhance, modify or change 
the appearance of redwood. Free sample copy now is avail- 
able. California Redwood Association. 
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Resilient Floor Coverings. A 64-page, illustrated bulletin 
gives complete data covering installation of all of the maker’s 
resilient floor coverings plus its Wondertop surfacing material 
and bulletin board cork lines. Also included are detailed main- 
tenance information and a tile calculation chart. Congoleum- 
Nairn, Inc. 
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Vesta Gas Ranges. A new 16-page, four-color catalog shows 
the wide Vesta gas range line. It includes 36”, 30” and 20” 
models and introduces new 36” ranges with 20” ovens. Seven 
Gold Star range models are also shown. Athens Stove Works. 
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Aluminum Roofing & Siding. A new 36-page booklet, en- 
titled “Proof of Performance,” contains reports on 13 tests 
comparing aluminum with other farm building materials. Most 
of the tests were conducted by agricultural colleges and farm 
extension centers. Reynolds Metals Co 
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Shake & Shingle Shutters. “Seven Spectacular Shake and 
Shingle Shutters” are illustrated and fully described in new 
literature. The seven shutters which are shown include four 
faced with shingles, two with handsplit shakes and one with 
machine-grooved shakes. Douglas fir plywood is used as a base 
for the shakes or shingles. Red Cedar Shingle Bureau. 
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Lift Trucks. Engineering, construction and operating fea- 
tures of seven new F series lift trucks are highlighted in a 
keyed, sectionalized 24-page catalog (BU-680). Illustrations 
help to viualize the text. Allis-Chalmers Mfg. Co. 
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Corbin Cam Locks. Corbin Cabinet Lock Div. announces a 
new 12-page, fully-illustrated catalog on its complete line of 
Cam Locks. It includes locking devices adaptable to metal, 
wood or plastic in panel, drawer and cabinet installations. 

Each type of Cam Lock is clearly illustrated along with a de- 
re d dimensional drawing and design application information. 
Corbin Cabinet Lock Div. 
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MULTIPLEX ...a basic display 
for all building supply showrooms 


Leading designers of lumber showrooms include 
Multiplex Display Wings in their plans. They 
specify display units for panelling, floor and wall 
covering, roofing and siding materials, moulding, 
half-brick panels, carded merchandise, etc. The 
multiple-swinging-wing principle provides the ad- 
vantage of floor space economy. If Multiplex is 
not working for you as yet, let us mail you our 
16-page illustrated bulletin. Just tear out this ad, 
write your name in the margin, and mail it to: 


MULTIPLEX DISPLAY FIXTURE CO. 


Dept. EN], Warne & Carter, St. Louis 7, Missouri 


Circle No. 49 on Handy Cover Card 
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you cer Quicker sales! \ 
More caiistection 


YOUR CUSTOMERS GET 


WITH THE NEW 


LOWEST-PRICED 


ELECTRICALLY-OPERATED 
ALL-STEEL 


PANEL: LIFT 


GARAGE DOOR LIFTS AND LOWERS 


e The newest, slickest, LIKE A VENETIAN BLIND! 


space saving garage door 
yet. Saves erection man- 
hours that make custo- 
mers happy. Works likea 
breeze! Sturdy steel 
panels lift vertically into 
compact 7” overhead 
space. Get complete 
details and specifica- 
tions today! Write 
Dept. M-116-A. 


Coe ee ee 


BEST FOR HOME 
OR INDUSTRIAL USE 











PANEL: LIFT DOOR CORPORATION 
1724 CHESTNUT STREET + PHILA. 3, PA. 


on subsidiary of Standard Toch Industries, Inc. 
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How a Manufacturer and 


Wholesaler Can Get The 


Most Out of a 


ART HOOD con- 
sultant to Building 
Materials Merchandi- 
ser, has conducted 101 
management work- 
shops for dealers and 


Dealer Sales Meeting ons dele 


By ART HOOD 


(Written especially for Building Materials Merchandiser ) 


Building Industries 
Marketing Institute at 
Purdue University. His 
articles appear regu- 
larly in this magazine. 


Is This the Coming Pattern for Dealer Sales People and Contractor Meetings Conducted by Manufactur- 


ers’ and Wholesalers’ Representatives? 


retail lumber dealer salesmen at Purdue University, a 
new philosophy of approach to such training was adopted. 

Assuming that the retail salesman in training can absorb 
just so much in a short course, it is far better to cram 
his head full of consumer selling information than tech- 
nical and engineering facts about the products that are of 
sole interest to contractors, mechanics, architects and en- 
gineers. 

With that in mind, we prepared the following approach 
to product education at the institute and asked manufac- 
turers’ representatives to hold to this outline as closely as 
possible in their presentations. 


| he PLANNING and preparing for product lectures to 


THE PURDUE APPROACH IN TEACHING PRODUCT 
KNOWLEDGE TO RETAIL LUMBER AND BUILD- 
ING PRODUCTS SALESMEN 

I. The consumer’s end-uses for the product(s). 

I]. What motivates the consumer’s purchase of the 
product for varied end-uses? (What are his or her buying 
reasons?) 

III. What consumer benefits are in the product which 
will stimulate these consumer motivations to buy it for 
varied end-uses? (What does the consumer lose by not 
buying the product?) 

IV. What are the qualities and features in the product 
which produce benefits? (Coordinate specific benefits 
to specific features.) 

V. How to fit the right product to the consumer’s 
varied needs. 

VI. What questions do consumers ask when negotiat- 
ing to purchase the product for their end-uses and what 
are the answers: 

a) most frequently asked questions, 
b) questions that are asked occasionally, 
c) questions asked infrequently but are quite important. 


VII. How the consumer can “do-it-yourself” in getting 


the end-use he wants from the product where construction, 
erection or installation labor is necessary. 

VIII. The relative advantages and disadvantages of the 
products for each end use—as compared with competitive 
products. 

IX. What related items are used with the product in 
end-use packages and what accessories are needed to se- 
cure the complete end-use? 

X. How to estimate the end-use selling price. 

XI. How to avoid complaints from the consumer after 
he has bought the product. (Tips on keeping the customer 
satisfied after the purchase.) 

XII. What sales helps are available for the salesmen 
and how to use them? 

XIII. Are there any special appeals to the housewife 
that have been overlooked in the above? 

XIV. What is there in the product line for the retail 
salesman? 

_ XV. A completely indexed and thoroughly annotated 
file of information about the product line which may 
be needed by contractors, architects and engineers. 


XVI. Bibliography and sources of additional educa- 
tional material not covered above. 

Be sure to cover the above in terms of all types, varieties, 
sizes, colors, grades and items in the product line. 

The 23 manufacturers’ representatives who lectured at 
Purdue, as well as the salesmen-students themselves, were 
unanimous in their agreement that more was learned of 
essential information about products than ever before. 

The salesmen left with increased confidence in their 
ability to creatively sell products to both consumers and 
contractors. 


Marketing people at manufacturing and wholesaling 
levels should consider adopting this new approach to prod- 
uct training at retail levels with the objective of increasing 
the effectiveness of the training. 


Art Hood 
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These Articles Have Helped 
Dealers and Wholesalers Create 
Sales and Profits This Year 








HOW MANY HAVE YOU MISSED? 


Every one of the articles listed below (and many more) has appeared this year in 
Building Materials Merchandiser. Any one of these articles could put you ahead of your 
competition. These are the trends and ideas which are yours every other Monday as a 


BMM subscriber. 


Automatic Component-Making Who Says Dealers Don’t Advertise? 
Dealer-Builder Uses FHA 203i How a Hardware Jobber Helps Building Materials Dealers 
Can the Tree Produce What the Market Wants? Edward Hines Home Center Heralds New Selling Era 
Fast-Growing Wholesaler Groups Offers Fresh Marketing Massive Promotion Keeps Builder-Customers Busy 
Pattern for Lumber Key to Growth of Rural Dealer 
Wholesaler Talks About Aluminum vs. Wood Small-City Dealer’s “Net Discount’ System 
What Makes Up Complete Service for You? Farmers Flock to See “Open Barn” 
How Wood Producer Trains Dealers Yard Layout Conversion Designed to Cut Costs 
Sells Builders on Laminated Beams Expert Spots Materials Handling Trends 
“Engineered Wood” Lifts Southern Pine Use New Data on Lumber Strapping 


Vacation Homes Spark Lumber Sales How Lift Trucks Can Affect Your Profits 
Redwood Wholesaler Shows How to Sell Dealer Gives Advice Based on His Yard Layout Experience 


Treating Extends Lumber’s Life “Central City”’—Suburban Retail Colossus 

Component Parts Precut for Dealers Stock Control is Easy, Inexpensive 

Unitized Boxcar Loads at No Extra Cost Packaged Kitchen Trends 

New Advances for Finger-Jointing “Kitchen Fashions” by Northern Indiana Lumber Co 
New Idea: Wood Bricks Financing Controls Builder Business 

Breakthrough in Prefinished Wood Siding Texas Dealer Builds Retirement Villages 

Shell and Low-Cost Housing Cabin Advertising Helps to Double Dealer’s Sales 
Dealers Tap Low-Cost Home Market Denver Dealer Develops Truss System 

Turn-key Economy Homes “On-Your-Lot” Fabrication for Small Dealers 

Shell Home Finance Facts Prefabs Frame Panels for Shell Homes 

Jobber-Dealer Shell House Program Top Lumber Executives Answer Your Questions 

Ideal Showroom Promotes Remodeling Packages Small Store in Front of Shed 

Fast Calculating Speeds Service, Saves $$ Home Improvement “Catalog” Store in Shopping Center 
Daily Balance Sheet Keeps Sales Records Current Remodeling Takes Up Slack from New Home Decline 
Package Selling Sweeps Away “Recession Blues” Remodeling Sales Hit $37,000 a Week, Yet Dealer Fails 
Specialized Yards for Specialized Customers What You Should Know About SHELL HOUSING 
Press Speeds Component Fabrication New IEH Plan Puts Dealers in Control of Low-Cost Homes 
Plywood Folded Plate Roof Cuts Warehouse Costs Lumber Precut; Shipped Nationally to Dealers 

Store Business Doubles Overall Yard Volume Sandwich Panels Prepackaged for Dealers 

$750 Mixer Helps Boost Paint Sales 25% Dealer’s Promotion Savvy Triples Sales in an 18-Month 
Shelf System Keeps Paint Stock in Line Period 

Paint Inventory Cut, But Sales Go Up Canadian Showcase for Home Improvement Packages 
Showroom Travels to Contractors! Dealer Shows How to Sell Cabins 

Let’s Talk About Cash-and-Carry Unitized Handling 

Inventory Control With Mechanized Accounting Distributor Prefabs Components 

Brakeman and Dancer Become Perfect Dealer Salesmen Precutting Appeals to Builders 

Two-Way Prefabrication Dealer Ties Materials to Land Sales 

How to Sell “Patio Packages” Wood Product of the Future—Mill-Primed Siding 
Evolution of a One-Stop Dealer Building Materials Stores in Shopping Centers 


Trusses Help Small Town Dealer Sell Tract Builder 


QS Sy ay yy ye ee ee ey ee ee eg ee 
[ To: Circulation Manager, Building Materials Merchandiser, 59 East Monroe St., | 
Don’t miss a single issue of I Chicago 3, Ill. 
BUILDING MATERIALS MER- { Enclosed find $10 remittance for new 3-year subscription to BMM. | 
CHANDISER — the national [ 
Distribution Authority in Light / 
Construction. I I 
j Company: | 
I | 
I | 
3 .! 


Name: Title 








Use coupon at right to order a 
company or personal sub- 
scription. 


Address: 





Company is OC Retail © Wholesale 
eee coos ees ee tee eee aeons mee See Se tte: Me eee mentee: rene mmm MER meme mm 
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Classified 
Advertising 


Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time—30c per word for each insertion 
Minimum eharge of $1.50 per line 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
owed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


BUILDING MATERIALS MERCHANDISER 
59 East Monroe St., Chicago 3, II! 
Phone Fi 6-7788 





HELP WANTED 





LUMBER FOR SALE 





Let us quote delivered prices 
FARM FENCING CYPRESS 


Tidewater Red or Deep Swamp Yellow 
1x6, 1x8, 1x10, 1x12 
Heavy 12’, 14’, 16’ lengths 


JAMES E. STARK CO., INC. JA7-5396 
P. O. Box 142, Memphis, Tenn. 





BUSINESS FOR SALE 





Live and prosper in central California. Long 
established lumber and building materials 
firm. Small city centering rich agricultural 
region. Two banks. Substantial wealth per 
capita. Good business and facilities. Low 
cost operation. Thirty minutes from state 
capitol. Fifteen from university. Sound fu- 
ture. Inventory at market. Terms or lease 
on property. Address Box R-44 Building 
Materials Merchandiser. 





Well-established building materials firm in 
southwest Indiana, with trading area—farm, 
city and industrial—of more than 40,000 pop- 
ulation. Located on major highway. Modern 
show rooms and offices, ample shed and 
warehouse space, complete mill, delivery 
equipment. Write Box R-58 Building Ma- 
terials Merchandiser. 





| MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO 
119 North Fourth Street 
Minneapolis 1, Minn. 





WANTED 
MILLWORK ESTIMATOR 
The man we are looking for should have 
previous experience in school and church 
millwork take off. Also good basic lumber 
knowledge Address Box R-56 Building 
Materials Merchandiser 





MILL SUPERINTENDENT 

This man has to be capable of running com- 
plete mill operation, architectural, window 
frame, package door, trusses and planing 
mill. LOOK INTO THIS!!! Large well es- 
tablished Northern Ohio lumber and mill- 
work dealer. All replies held confidential 
Send background and resume to: Box R-57 
Building Materials Merchandiser 





SALES REPRESENTATIVE 
WANTED 





Manufacturer of ornamental iron, foundation 
vents, thresholds, sliding and folding door 
hardware and weatherstripping requires rep- 
resentation in states east of the Mississippi 
Witten Metal Products, Box 35, Gastonia 
N.C 





SALES REPRESENTATIVE 
AVAILABLE 





Manufacturer's representatives wish ad- 
ditional lines. Top coverage. Calling on mill- 
work manufacturers and jobbers, building 
materials and wholesale hardware trade 
Cover area of Minnesota, Iowa, Wisconsin 
Nebraska and Dakotas. Will consider distrib- 
utorship. Address Box R-55 Building Mate- 
rials Merchandiser 





RAILS WANTED 











RAILS: New and Relaying. Bought and Sold. 
1000 Good Serviceable Kiln Trucks in stock 
M. K. FRANK, 480 Lexington Ave., New 
York 17. 401 Park Bldg., Pittsburgh 22, Pa. 
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12-PAGE 
TRUSS 
REPRINT 


Now available is a special 12- 
page reprint discussing all phases 
of truss fabrication for residen- 
tial construction. 


Titled “Truss Making Makes 
Sense,” this reprint is the most 
complete, most up-to-date job of 
reporting available on the sub- 
ject. 


Single copies 25¢ 





e@ must accompany order 


QUANTITY PRICES ON REQUEST 


BUILDING MATERIALS Merchandiser 


59 E. Monroe St., 
Chicago 3, IIl. 











New Equipment 


all 
Bonus-Load Pickup 


Low overall height and smoothside 
Bonus-Load pickup body are features 
of model C-100 truck rated at 4,200 
lbs. gyw. Torsion bar independent 
front suspension and welded box-sec- 
tion frame are highlighted with V-8 
engine. Optional equipment includes 
power steering, power brakes, auto- 
matic transmission, three different 6- 
cylinder engines or a larger V-8. De- 
tails from International Harvester 
Co., Dept. BMM, 180 N. Michigan 
Ave., Chicago 1. 


Circle No. 248 on Handy Cover Card 


Adds Front-End Loade 


A new 568 front-end loader with 1,800- 
lb. lifting capacity has been introduced 
for use on No. 550 utility wheel trac 
tor. Other front-end attachments include 
72” backfill blade, tool bar, 1,000-Ib. 
capacity fork lift and crane capable of 
handling 1,000-lb loads. A 71 rear- 
mounted, quickly-removable backhoe is 
also available. Bucket sizes range from 
12” through 36” in width with capaci- 
ties of 2 to 5-1/2 cu.ft. Details from 
Oliver Corp., Dept. BMM, 400 W. Madi- 
son St., Chicago 6. 

Circle No. 249 on Handy Cover Card 


Low-Cost Hauler 


A new low-cost 3-wheeled Haulster de- 
signed for off-the-road towing or light 
hauling has 800-lb. payload capacity. It 
has a special transmission from either a 
9-hp. or 18-hp. engine for speeds up to 14 
mph. Developing 470 Ibs. drawbar pull in 
low gear, unit can operate in a 4-2’ 
aisle with its 90” turning radius. It is 
available with either pickup type rear 
box or chassis model from Cushman Mo- 
tors, Dept. BMM, Lincoln, Neb. 

Circle No. 250 on Handy Cover Card 
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“Here's a book 
I think you 
should have.” 


“It is 99 Ways to Sell at a Profit 
Against Cut-Price Competition, in- 
cluding What to Answer When the 
Buyer Says ‘Your Price is Too High’.” 


50 
99 Ways To Sell At A Profit 


Against Cut-Price Competition 


AMERICAN LUMBERMAN 
9 baer owen tment 01708 nage & Cine 


Tells you how to set up a profitable 
price structure to start with; how to 
quote price; how to get the facts with 
which to sell him from a buyer; how 
to sell quality over price; what te do 
about competition and the recipe for 
profit and how to use it. 


Also, tested selling sentences to con- 
vince buyers that your price is the 
right price; tested selling sentences 
that sell quality and value and tested 
selling sentences for when the compe- 
tition really gets tough. 


Prices: one copy 50 cents; 2 to 5 
copies 45 cents each; 6 to 10—40 cents 
each; 11 to 50—35 cents each; 51 to 100 
copies 30 cents each. 


To order simply fill out the coupon 
below and send it, together with your 
check or money order, today. Do it now 
while you are thinking about it! 


@eaeaesew eee eee eee 


| 
BUILDING MATERIALS MERCHANDISER 
59 East Monroe Street 

Chicago 3, Illinois 


Send me copies of "99 Ways 
to Sell at a Profit Against Cut-Price 
Competition."’ Money to cover is en- 


closed. 














State 
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U. S. Aluminum Siding Corp. 
Unveils New Plant Facility 

CHICAGO—At the opening _ last 
month of its new multi-million dollar 
manufacturing plant in suburban 
Franklin Park, U.S. Aluminum Siding 
Corp. announced entry into the low- 
cost housing business, with a line called 
the New Frontier of Aluminum 
Homes. The opening of the new fac- 
tory was said to complete the first 
phase in a long-range building and 
expansion program. 

“After long-time planning, designing 
and research, we are happy to be able 
to bring out a home that requires a 
minimum of maintenance and repairs,” 
said Harry J. Nassan, board chairman. 
“Yet the new home retains the beauty 
and comfort of a high-priced luxury 
home.” 

USASC produces and markets na- 
tionally seven complete lines of alu- 
minum siding and accessories. The 
company said it plans to greatly en- 
large and diversify its product lines. 


Make First-Call Sales 
On Home Modernization 


ArcapiA, CaLir.—A pricing book 
listing unit costs pegged to local pric- 
es is the key to Arcadia Lumber Co.’s 
CHIP program for making first-call 
sales on home improvement projects. 
The Comprehensive Home Improve- 
ment Plan is offered western retail 
lumber and building materials mer- 
chants on an exclusive franchise basis. 
Anyone interested in the plan should 
write R. J. Williams, general manager, 
Arcadia Lumber Co., Dept. BMM, 
Box 868, Arcadia, Calif. 


Commercial Standard Issued 
For Western Softwood Plywood 


A printed edition of Commercial 
Standard (CS122-60, Western Soft- 
wood Plywood is now available, ac- 
cording to the Commodity Standards 
Division, U.S. Department of Com- 
merce. 

Copies may be purchased for 15¢ 
each from the Superintendent of Doc- 
uments, U.S. Government Printing 
Office, Washington 25, D.C. 





ADVERTISERS’ INDEX 





Abitibi Corporation ; oxi 
American Hardboard Assn. : er 
Automated Building Components, ‘Inc. ..41 
Azrock Floor Products Div., 

Uvalde Rock Asphalt Co wana a 3 


Belsaw Machinery Co. . 
Better Homes & Gardens 
Brammer Mfg. Co. 
Brown & Co., Inc., Geo. C 
Butler Manufacturing Co 


Celotex Corp. The ....... 
Certain-teed Products Corp 
Chevrolet Div. of General Motors 
Clary Corporation ‘ 
Crossett Lbr. Co. 
Cupples Products Corp., 

Div. of Aluminum Co. of America 
Curtis Companies Inc. : 


DeWalt, Inc., 


Sub. of Black & Decker ....51 
Durham Co., ; 


Donald 


Feather-lite Mfg. Co 
Ford Div. of Ford Motor Co 
Fry Roofing Co., Lloyd A 


Griffin Co., G. W 


Hertz Truck Lease Service 
Hindley Manufacturing Co an 
Homasote Company erry 
Howard Hardware Products, Inc 50 
International Salt Co. . oteene 
International Truss Plate > Mfg. Corp se 
Ives Co., The H. <6ne 
Keystone Steel & Wire Co. . wee. 64-65 
KitchenAid Home Dishwasher Div., 

The Hobart Mfg. Co abeeer 


L-CO Cabinet Corp. 
Lau Blower Co., The 


Macklanburg-Duncan Co 
Magic Chef, Inc. . irks 
Manhattan Brush Co., 

Maple Bros., Inc. vulva 
Marlite Div. of Masonite Corp. abeed 
Mauk Lbr. Co., The C. A P 

Mauk Seattle Lbr. Co. . wi 
Multiplex Display Fixture Co. 


National Cash Register Co., The ... 
National Manufacturing Co. .. 
National Plastic Products Co., 


Panel-Lift Door Corp. 


R-B Co., The .. 
Ruberoid Co., 


Senco Products, Inc. 

Signode Steel al Co 
Southern Pine Assn. ... 
Southern Screw Co 
Standard-Keil Hardware Mfg. Co., 


Trinity White Dep 

General Portland Cement Co. 
Twin-Tilt Truck Co. 
Vancouver Plywood Company 


Western Pine Assn. 





THE FIRST LOW COST 





PLANER-MOLDER 


The New Belsaw 910 turns rough lumber into 
all popular Millwork Patterns. 

Now a production machine that PLANES, 
MOLDS and SAWS in one continuous power 
feed operation. A versatile money-maker for 
your shop. 

The Belsaw 910 face molds up to 11 inch wide 
stock or edge molds to 6 inches wide—planes 
stock 1214 inches wide by 6 inches thick. Saws 
2% inches thick. Power feeds 22 feet a minute 
with 3 or 5 H.P. motor. 

Delivered on easy payment plan with full money 
back guarantee. 

Find out today how the 910 can provide extra 
production and more profits for your company. 


Send for Complete Facts Today 


BELSAW MACHINERY CO, 


9092 Field Bidg., Kansas City 11. Mo 
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NOW ...the priceless 
Magic Chef is yours at 
a down-to-earth price. 


Relax. In two more days tomorrow will be yesterday! 
* * 
Overheard: “After 25 years of marriage they’re taking a 


second honeymoon. He’s going in July and she’s going in 
August.” 


* 


Girl: “Gosh, it’s past midnight. You'd better get going!” 
Boy: “O. K. Turn out the light.” 


* * 





You’re an old timer if you can remember way back when 
a baby sitter was called mother. 


* x * 


“Do you know what good clean fun is?” 
“No. What good is it?” 
k + * 


Retail dealers know that the MAUK Lumber Co. is a safe 
source of supply. 

MAUK is strictly wholesale. We do not compete with the re- 
tailer. We simply serve him. That’s our sole job and we do it 
particularly well. National surveys show that more 


* “ * 


women cook on Magic Chef than 
Simple Celia says the best ten years of a gal’s life are that gi 


eriod between 28 and 30. 
. on any other range. Yet, Magic Chef 


* * Xk 


gas and electric built-in ranges are 


The young man was pacing back and forth in the imminent 
fathers’ pacing room at the maternity hospital and showed all 
the traditional signs of anxiety, He was miserably tense while priced with the so-called “price” 
awaiting the birth of his offspring. 

Finally the nurse appeared. “It’s a girl,’ she announced. 

“Thank heaven!” he exclaimed with obvious relief. “1| Drands. Put Magic Chef’s prestige 
wouldn’t want to have a boy—think of his having to go 
through the torture I’ve just experienced!” name to work for you today. Wire 


* * * 


Do You Know What Dep'’t.: or write... 


Do you now what the easiest thing to find is? Fault. 
Do you know what the hardest thing to keep is? Still. 
Do you know what the best thing to stock is? MAUK. 

® 


MAUK Seattle Lumber Co CLEVELAND, TENNESSEE 
Seattle, Washington 

*x* * * 
The C. A. MAUK Lumber Co. | NATIONAL RETAIL LUMBER DEALER SHOW 
Toledo, Ohio SPACE 519 — NOVEMBER 4 thru 7 
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HERTZ gets you out of the Truck Business 
...and back into the Lumber Business! 


Every hour spent on truck problems and administra- 
tive details is an hour better spent in promoting your 
own business. This is why more and more companies 
today are switching to Hertz Truck Lease Service! 
Hertz pays cash for your present trucks. Then you 
take your choice of new GMC, Chevrolet or other 
sturdy trucks. Or your own trucks can be recondi- 
tioned and leased back to you. Instead of many sepa- 
rate bills, you pay just one check per week —and that 
covers everything except the driver. 

Hertz Truck Lease Service includes complete main- 


No investment...no upkeep 


LEASE 7 TRUCKS 


HERTZ ALSO RENTS TRUCKS BY THE HOUR, DAY OR WEEK 


tenance, gas, oil, garaging, emergency road service, 
painting and lettering of trucks plus all administrative 
details such as licensing, insurance—and much more! 


The service is flexible—trucks are custom-engineered, 
for example, to suit any kind of business. Should a 
truck be tied up for repairs, Hertz provides a replace- 
ment. Or if extra trucks are needed for peak periods, 
Hertz supplies them immediately. Get out of the truck 
business today! Call your local Hertz Truck Lease office 
for more information or write for booklet —‘“‘How To 
GET OUT OF THE TRUCK BUSINEssS.” 


HERTZ TRUCK LEASE, Dept. T-10 

660 Madison Avenue, New York 21, N. Y. 

Please send copy of booklet —“‘How to Get Out of the 
Truck Business’’ to: 


NAME 
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5 306 307 308 309 310 311 312 313 314 315 316 
8 319 320 321 322 323 324 325 326 327 328 329 
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This weathered board with safety ha: 
on the boiler room roof of the Nationc 
was exposed to rain, snow, ice—all » 
and steam from the boiler room. N 
zinc-plated hasp came through this 
trace of rust. 


Pick up and examine any piece of Nat 
ware... notice that “rainbow” appea 
special chromate dip that National \ 
process to double the life of the protect 


This special chromate dip is another 

quality built into National hardware . 
for you to specify “‘National’’—the qu 
hang your reputation on. 
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pri zinc-plated 
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ety hasp remained for 5 years 
National factory. The hardware 
e—all the elements—plus soot 
om. Notice how the National 
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of National zinc-finished hard- 
appearance? This is due to a 
ional uses during the plating 

protective zinc finish. 
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